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KIDS-LOVE OUR EGGS 


YOU WILL 
TOO! 





Dispensing our popular and exciting 
toy-filled egg capsules is fun 
and profitable. Contact us for 


equipment and supplies. 
Toll-Free 1-800-EGG SHOP 


© { () INNOVATIVE 
INDUSTRIES, 


| | | | INCORPORATED 
a a oa 2605 Grand Ave. * Carthage, MO 64836 


Distributing G. 
For 31 years The Dependabie Supplier to the Coin Machine Industry, 
with Quality Parts and Supplies at the Lowest Possible Prices. For. . - 


e VIDEO ...¢ INTEGRATED CIRCUITS ... e PHONOGRAPH 
e AMUSEMENT GAMES ... e SOCCER & POOL TABLES 
e ELECTRONIC SUPPLIES . ..e VENDING MACHINES 


“We Guarantee Satisfactory Service” 
PARTS CATALOG AVAILABLE UPON REQUEST. 
PARTS DIVISION ... 1040 Boulevard S.E. 
Atlanta, Georgia 30312 
Phone 404-622-4401 
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THE TICKET DISPENSER 
—WITH EXPERIENCE 





U.S. Pat. 4272001 


DELTRONIC LABS DL-1275 Ticket Dispenser is now available in kits—for quick and 
easy installation on existing video, pinball and novelty games. 


For more than 7 years, top amusement manufacturers have relied on DEL TRONIC LABS 
for quality ticket dispensers, backed by prompt and efficient service. 


Now this time-tested dispenser is incorporated in kits for the same dependable performance 
on your present games. 


You can renew player interest with tickets for awards and bonuses —and keep them playing 
again and again and again! 





DELTRONIC LABS, INC. 


Eighth & Maple Avenue @ Lansdale, PA 19446 
215/362-9112 @ Telex 317054 


IN MEMORY OF 
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) RALPH C.LALLY 


December 5, 1946 — December 10, 1984 


December Sth, Ralph Lally turned 
38 years old. 

The staff of Play Meter threw him 
a surprise birthday party, which didn’t 
turn out to be much of a surprise 
because he found out a day ahead of 
time. 

Anyway, there were the usual joke 
gifts, cards, and presents. His birthday 


cake was topped with a plastic golf 
figure lining up a putt on the final hole. 
And that seemed appropriate; after all, 
Ralph loved golf. 

But amid all the laughter and 
good-natured teasing at his birthday 
party, Ralph kept telling himself, “I’m 
38 years old, 38 years old.” 

It seemed a little queer, the way he 
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kept reminding himself of the fact. If it 
had been the big 40th, his repeated 
reminder might have passed as the 
usual reaction by someone who had 
just officially joined the middle-aged 
crowd. But 38? 

Ralph talked like 38 years old was 
old. And those who were celebrating 
his birthday with him were left to 
shake their heads. Didn’t he recognize 
what he had accomplished in his 38 
years? Was it that he saw there was so 
much more that had to be done? Why 
all this melancholy? Especially since 
his 38th birthday was also a 
celebration of sorts for his first ten 
years in business. 

He had started Play Meter in 1974 
and, in so doing, had created a 
magazine to serve an industry which, 
before, no one believed was even an 
industry. 

Under his guidance, the magazine 
had grown to become a major success 
story in the publishing field. Writers, 
editors, and publishers in this and 
other fields had oftentimes expressed 
their admiration for his bold approach 
to trade magazine publishing. That 
bold approach was simply to report 
the truth to his readers, even when that 
meant running afoul of an advertiser. 

He would often say, “I want the 
truth, the whole truth, and nothing but 
the truth”; and that had resulted ina 
magazine that had double the 
readership—and 20 times the 
respect—of any magazine serving the 
coin-op amusement industry. 

His competitors would privately 
acknowledge that they could compete 
only for advertising pages against him, 
but they didn’t have the unshakeable 
editorial integrity to report the truth, 
not if it meant losing advertising 
revenue. 

And publishers in other fields had 
many times expressed similar respect 
for Ralph Lally and his daring 
publishing philosophy. He showed 
that a truthful publication and a 
profitable publication could be one in 
the same, that they weren’t mutually 
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Ralph Lally on the phone in Play Meter’s 
early days, selling ads and writing articles. 





exclusive. The important thing to 
remember is always to put editorial 
integrity ahead of advertising dollars, 
he said. 

The editor of a major general 
interest magazine once called the 
editorial offices of Play Meter during 
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the height of the video game boom for 
the single purpose of commending 
Play Meter for its editorial position. 
Other publications take all the credit 
for adhering to strict editorial 
principles, he said, but none of them 
had ever stood against the pressures 
Play Meter had stood against. Not the 
New York Times. Not Time magazine. 
No one. And he wanted Play Meter to 
know the publishing world had truly 
taken note of what Ralph Lally was 
accomplishing. 

So it made no sense why Ralph 
would be so melancholy at his 
birthday party. He had already 
accomplished so very much. 

Less than a week later, however, 
his staff was left to wonder if perhaps 
Ralph Lally was subconsciously 
acknowledging that his life’s clock was 
winding down. For on a foggy 
December 10th night, Ralph C. Lally 
II was killed in an automobile 
accident. 

Of course, tragedies always seem 
senseless, and those who die suddenly, 
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Ralph and Carol Lally on their first overseas trip to cover the international market. 
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Little Leslie and Carol Ann with their dad. 


almost always seem to have died so 
young. But that’s the way it was with 
Ralph. 

He created something where there 
was nothing before, and now it wasn’t 
even his to enjoy. 

Ralph Lally was a New Orleans 
native, a graduate of Jesuit High 
School, one of the city’s premier 
schools. 

He attended the University of 
Southwestern Louisiana in Lafayette 
while working his way through school 
with a fulltime job at a Lafayette 
vending machine company. While still 
a student he married Carol Pearce, 
also a New Orleans native. And after 
he was finally graduated from college 
with a degree in Management, he and 
Carol returned to New Orleans where 
he took a job as executive vice 
president and general manager of 
Operator Sales, a distributing arm for 
one of the city’s largest operating 
companies, TAC Amusement. 

In early 1974, he started 
developing his idea to start a magazine 
that served the coin-op amusement 
industry exclusively. 
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After only a few months, it became 
apparent the magazine was going to 
take all his energies; so he left his 
position at TAC and started working 
fulltime at Play Meter writing articles 
and selling advertising. 

From the very beginning, he 
decided to forge a magazine that 
would depend upon operator 
subscriptions more so than manufac- 
turer advertisements. 

Some years later, he wrote, “It is 
not our intention to produce a vanity 
publication that is designed to 
generate as many advertising dollars 
as possible. Play Meter is aimed at 
helping the operators of America 
become better and more profitable 
businessmen.” 

To others, that might have 
sounded trite, but not to Ralph Lally. 

In the same way, it might sound 
trite to say life wasn’t fair to someone, 
because it’s hardly ever fair to anyone. 
But life was especially unfair to him. 

He built a magazine which did 
more for the industry than it did for 
him. 

Suffice it to say Ralph C. Lally II, 
38 years old, is survived by his wife, 
Carol; his two daughters, Carol Ann, 
14, and Leslie Ann, 8; his mother, 
Mildred; his brother, Jack; and his two 
sisters, Milly Steigner and Pamela 
Senac. He was buried at Lake Lawn 
Mausoleum in Metairie, December 
12th in a private ceremony for the 
immediate family and close friends. 

Those wishing to express their 
condolences are asked instead to make 
contributions to the American Kidney 
Fund; 7315 Wisconsin Ave.;Suite 203 
East; Bethesda, Maryland 20814. 

Carol Lally has assumed the 
position of editor and publisher of 
Play Meter and has announced her 
intention to continue both the 
magazine and the AOE in the tradition 
her husband set. 

After her husband’s death, she 
said, “The most important things in 
the world to me right noware my kids, 
Play Meter magazine, and the AOE!” 
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In his memory, we the staff of Play 
Meter dedicate this issue and this 
year’s AOE. Also in his memory, we 
are not publishing the second of the 
two-part series commemorating Play 
Meter’s first ten years of existence. 
Instead, that ten-year special 
anniversary report will be published in 
the next issue. 





Next to Play Meter, golf was his passion. 
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Letters to 
the editor... 





Video slaughtery 
revisited 


Just a brief note to thank you for 
the fine article concerning the video 
lottery industry. Your mention of 
Connecticut's attempt to involve the 
vendor was greatly appreciated. 

Video Tech, Inc. has received 
several inquiries from other con- 
cerns interested in developing 
similar programs. 

We will keep you informed of 
Our activities and progress. Once 
again, thank you for your kind 
words. 


James E. Duffy 
Video Tech 
Hartford, Connecticut 


Well done 


The article in your November 15 
issue about NAMA was extremely 
well done, and I want to thank you 
both for the thoroughness with 
which you approached it and your 
fine writing style. 

Please let me know whenever 
we can be of help in the future. 


Walter W. Reed 

National Automatic 
Merchandising Asso. (NAMA) 
Chicago, Illinois 
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Audio Visual 
Amusements 





OFFERING THE FINEST 


NEW AND USED EQUIPMENT 


REPRESENTING LEADING FACTORIES 
Sales @ Parts @ Service 


Most new and used videos are in stock at all times 


If It’s 


HOT, 


We’ve Got It!!! 


Call for immediate shipment!!! 
YOU'VE TRIED THE REST, NOW TRY THE BEST! 
We’re Eager To Serve 
1809 Olive Street, St. Louis, Missouri 63103 


314/421-5100 


for further information, call Pete Entringer collect 


TIRED OF GETTING RIPPED OFF 
FOR LASER DISC REPAIRS?!! 


Try Laser Tronics. We are factory certified 
to repair, align, clean, and 
adjust Pioneer and Phillips 
lasér disc players. 


We are dedicated to: 
e QUALITY SERVICE 
* EFFICIENCY 
e HONESTY 


1499-67th Street 
Emeryville, CA 94608 
(415) 849-1519 

















Bally closes two distributorships 


Having already closed two of its 
17 distributorships, significantly 
reducing its operationina third, and 
promising more “‘consolidation 
moves by the end of the first quar- 
ter,’ Bally Manufacturing has finally 
ended its post-video game boom 
expansion and has, in fact, raised 
serious questions about its future 
commitments in the coin-op amuse- 
ment industry. 

Within weeks, Bally Distributing 
has closed its El Paso, Texas, and 
Grand Rapids, Michigan, outlets, 
and cut back its Central Ohio office 
drastically. Mike Rudowicz, Bally 
Distributing’s marketing vice presi- 
dent, called the company’s flurry of 
activity “consolidation moves.” 


He said the company had also set 
up a centralized purchasing system. 
“This will allow each office to order 
independently,’ Rudowicz said, 
“but we'll be able to make sure our 
offices don’t accumulate an abun- 
dance of equipment.”’ 


The Bally executive said the cut- 
backs were done “to get in tune 
with market conditions.” Said he, 
“Consolidation is the right thing 
now. We are planning to enter 1985 
with a realistic forecast of the 
future.” 

He then said the company 
planned no more such moves “at 
this time.” 

However, Bally’s president and 
chief executive officer, commenting 
on his company’s $95 million loss for 
the fourth quarter, said the coin-op 
amusement industry “may not have 
bottomed out of its decline” and 
indicated the company would prob- 
ably continue its consolidation 
through the first quarter of 1985. 


10 


He said the company will close 
certain plants and offices, cut its 
payroll, write down excess and 
obsolete equipment, and terminate 
arcade leases. 

Bally had been expanding in the 


wake of the video game bust period. 
The most recent Bally acquisition 
was Banner Distributing of Philadel- 
phia, April 1984. Both the El Paso, 
Texas, and Central Ohio offices 
were 1983 acquisitions. @ 





Lotteries exploit 
video game themes 


State-run video lotteries are 
wrongly exploiting the video game 
business, angry operators said 
during the recent AMOA Show in 
Chicago. 

For many operators, the AMOA 
Show was their first chance to see 
the Illinois State Lottery machines, 
which Bally is operating exclusively 
for the state. 

In the past, criticism had been 
levelled against the video lottery 
machines because Bally had an 
unfair advantage in sewing up all the 
video lottery locations without local 
operators having the chance to 
compete for the business. The 
AMOA even issued a rare position 
paper at the show stating that pre- 
sently state-run video lotteries were 
unfair to operators. 

But, after seeing the games first- 
hand, many operators became 
incensed at something else—that 
the video lottery machines were 
using the video game facade to 
capture their market niche. 

“Ninety percent of the people 
are looking down here for the new 
games,” said a Toronto operator, 
Wayne Fromm, referring to the 
games at the AMOA Show. “But 


none of this will mean a thing if 
these lotteries go in. I’ve read every- 
thing that’s been written on the sub- 
ject, but | never realized what 
exactly Bally was doing until | saw it 
for myself. 

“They have the gall to put a 
video game up on the screen. The 
game is incidental, a facade for its 
lottery machines. Here, we’ve been 
fighting for public acceptance of 
videos, and now Bally exploits it all 
and turns video games into a facade 
for its lottery machines!” 

He said, “If these video lotteries 
are accepted, we all might as well 
kiss our businesses good-bye.” 

The lottery machine, obviously, 
was not exhibited on the floor of the 
show, but was in the lounge of the 
Hyatt Regency Hotel. Numbers of 
operators were constantly playing 
the game, and many said they were 
angry that Bally had used a video 
game theme for its video lottery 
machine. 

However, an executive for Bally 
told Play Meter that the company 
had received very little comment on 
the floor from operators upset 
about Bally’s method of attacking 
this market. e 
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In 1980 and 1981, the Amusement Operator’s Expo (AOE) stunned 
the industry by staging an operator-oriented show in springtime in 
New Orleans. At the time, people said it could’nt be done. Since then, 
others tried to copy it. They couldn’t. They found out there’s only one 


AOE; and this year it’s back in New Orleans, birthplace of Jazz, home of 
Mardi Gras! 


Mark your calendar now— 


The Sixth Annual AOE ’85 
March 29-31. 


BE THERE! 
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Poll Information 
On the ‘National Play Meter,” each game's rating represents its average performance as compared to 
the top game’s average in that category. Averages are compiled by Play Meter through its operator survey. 
Games on the survey (except for novelty equipm fa are currently (within the last six months) being marketed 
In the United States. 
Operator/readers who want to participate in the survey should write Play Meter, “National Play Meter, : 
P.O. Box 24170, New Orleans, LA 70184. 
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Rating — 


DEDICATED VIDEOS Rating DEDICATED VIDEOS 
Arcade Locations Average Rank No. of Street Locations Average Rank No.of 
Jan.15 Last Times Jan.15 Last Times 
1985 Issue on Poll _ 1985 Issue on Poll - 
1. Karate Champ/Data East. 100.0 1 4 1. Karate Champ/Data East. 100.0 1 npn. | 
2. Spy Hunter/Bally Midway 76.6 4x 22 2. Spy Hunter/Bally Midway 95.2 2 Po. ae 
3. Punch Out!!/Nintendo . 65.0 3 16 3. Gaplus/Bally Midway ..... 70.9 3 4. 
4. Two Tigers/Bally Midway . 60.0 5* 8 4. Punch Out!!/Nintendo.... 70.5 5x 16 
5. Crossbow/Exidy........ 3) (O0 T& 20 5. 10-Yard Fight/Taito....... 57.6 10* i 
6. 10-Yard Fight/Taito....... 54.7 8x 15 6. Hyper Sports/ 
7. Birdie King II/Coin-It ..... 515 6 16 Konami/Centuri.. 22.4... 54.7 8x 10 
8. Pole Position/Atari....... S15 ox 24 7. Pole Position/Atari....... 90.7 5» Ox 24 
9. Hyper Sports/ 8. Birdie King II/Coin-It..... 42.7. 7 16 
Konami/Centuri.......... 46.3 10* 10 9. Track & Field/ 
10. Track & Field/ Konami/Centuri.......... 41.7 15* 25 
Konarmi/Centun .......... 37.8 llx 25 10. Circus Charlie/ 
11. Major Havoc/Atari ....... 35.8 16x 13 Konami/Centuri.......... 40.0 16* 9 
12. Tag Team Wrestling/ 11. Major Havoc/Atari ....... 38.9 14* 13 
ote ge.) ne on 35.2 13* 12 12. Tag Team Wrestling/ 
13. Discs of Tron/ Dette Bast 5 ine a... 34.0 13* 12 
Bally Midway ............ 33.8 “ 20 13. Tapper/Bally Midway .... 30.9 OY ee 
14. Tapper/Bally Midway ...._ 31.3 14 17 14. Motorace USA/Williams.. 288 i 14 
15. Root Beer Tapper/ 
Bally Midway 2.6 ..ccsun. 22.0 - a 
CONVERSIONS Rating CONVERSIONS Rating 
Arcade Locations Average Rank No.of Street Locations Average Rank No.of 
Jan.15 Last Times Jan, 15 “Last Times 
1985 Issue on Poll ——~-:1985 Issue on Poll 
1. Pole Position II/Atari..... 100.0 3 24 1. VS. Baseball/Nintendo ... 100.0 2x 10 
2. VS. Baseball/Nintendo ... 948 1 10 2. Pole Position II/Atari..... 93.7 1 24 
3. VS. Tennis/Nintendo ..... 94.3 2 16 3. Do! Run Run/Universal te CRS. - l 
4. Time Pilot '84/Konami... ig Be 4 14 4. Mega Zone/ 
5. Elevator Action/Taito .... 71.3 7* 22 Konami/Interlogic. eee ey or 8x 14 
6. Mega Zone/ 5. Up and Down/ | 
Konami/Interlogic........ 70.0 10* 14 Bally Midway 3; i. 253.02. 74.3 4 it 
7. Champion Baseball/Wico 61.49 9x 10 6. Time Pilot '84/Konami....__ 72.2 Ox 14 
8. Up and Down/ 7. Elevator Action/Taito ..... 70.2 5 22 
Bally Midway... .....5... 61.3 6 ll 8. VS. Tennis/Nintendo ..... "65.3 ay 16 
9. Millipede/Atari........... 60.0 12x Li 9. Nova 2001/Universal ..... 64.0 10* i 
10. Junior Pac-Man/ 10. Bomb Jack/Tehkan...... 60.0 - 3 
Bally Midway ....;....... 31.2 13x 16 11. Millipede/Atari........... 56.5 7 i 3 
11. Superbike/Crown Vending 44.3 16* 10 12. Champion Baseball/Wico 55.3 1 10 
12. Donkey Kong 3/Nintendo 355 14x 15 13. Exerion/TOMNO fy acd vis. 54.9 6 14 
13. Mr. Do!’s Wild Ride/ 14. H.B.’s Olympics/ : 
Mereersel 2 ese. 312 15* 15 Magic Electronic......... 45.7 16x o | 
15. Junior Pac-Man/ ‘ 
Bally MAGWaY 65 onic 3 oo ts 446 12 16 ‘ 
16. Donkey Kong 3/Nintendo 44.2 13 15 | 
17. Mr. Do!’s Wild Ride/ 
Univeradl :... 6 o.<c2nssscase 42.1 14 15 
18. Cloak & Dagger/Atari.... 39.2 — 10 
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“Quality is Our Family Tradition’ 


Cra 





800-227-5813 


IN CA 800-227-5814 


Quality control personnel at Hoffman & Hoffman 
checking diameter of token with micrometer 


e Immediate same-day ship- 
ment on stock tokens 


e Quality artwork and design 
service at no charge 


e Hoffman & Hoffman tokens 
are minted under the most 
rigid quality control 
Standards. 


¢ We match Old World crafts- 
manship with advanced 
technology. 


e Hoffman & Hoffman has 
the best prices and fastest 
delivery for stock or custom 
tokens. 


e You can buy the best 
tokens for less. Check 
Our prices and see. 


HOFFMAN & HOFFMAN 


P.O. Box 896, Carmel, CA 93921 
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Copyright law unfair 


The Copyright Royalty Tribunal’s 
handling of the copyright law, as it 
pertains to jukebox operators, 
“doesn’t seem to be very fair,” U.S. 
Senator Orrin Hatch (R-Utah) told a 
sparsley attended general member- 
ship meeting just prior to the open- 
ing of this year’s AMOA show, 
October 25 at the Hyatt Regency 
Hotel in Chicago. 

A member of the U.S. Senate’s 
Small Business Committee, Hatch 
stressed the need of operators to get 
their side of the jukebox story out. 
Presently, the AMOA is petitioning 
the U.S. Congress to make revisions 
in the U.S. Copyright law which 
require jukebox operators to pay a 
per annum copyright fee of $50 per 
jukebox in addition to paying many- 
fold the copyright fees when opera- 
tors purchase the records. 

Hatch explained that the appar- 
ent injustice in the law is probably 
attributable to the fact that “We (in 
Congress) hear the other side all the 
time. 

“So you better get behind your 
association,’ he continued, “be- 
cause it’s important for you to get 
your viewpoint across.”’ 


Hatch said the intention of the 
U.S. Copyright law is to “foster 
creativity, but not to the point 
where it’s a rip-off to those who use 
it.”’ His implication was that ASCAP, 
SESAC, and BMI, the performing 
rights societies which benefit 
directly from the excessive licensing 
fees placed on jukebox operators 
have won a federally-protected 
right to gouge the public. 


But Hatch stressed time and 
again that injustice can only be 
reversed by operators becoming 
active politically and reversing this 
unjust law. “You’ve got a choice. 
Either you get involved in politics or 
else get out of business,” he said. 


On a similar note, AMOA’s 
executive director, Leo Droste, said 
that operators must once again get 
involved politically at the local level 
to reverse the unfair taxing stan- 
dards that were created during the 
video game boom. 


Said Droste, “With the decline in 
the popularity of video games, you 
need to go back to those govern- 
ment officials and get them to 
reduce those taxes.” @ 





Gilfor buys Active Amusement 


The 48-year-old Active Amuse- 
ment Machines company of Phila- 
delphia has been sold to David 
Gilfor and Paul Russell, and the 
company’s name will be changed to 
Active Amusement Distributors. 
Gilfor was the company’s general 
manager before the purchase. 


The distributorship, which was 
sold by Frank and Joe Ash, repre- 
sents Rock-Ola, Atari, and other 
major equipment lines. 


Gilfor said Joe Ash, 81, sold the 
company because he is retiring. 
Frank Ash, he said, would continue 
to operate game rooms. 


“Obviously, I’m confident about 
the future of this business,” said 
Gilfor, “bullish as they might say. | 
believe the worst is over, and | see 
many signs of that. The industry 
appears to be stabilizing, and the 
new equipment is holding more of 
its value. That’s probably because 
the manufacturers are producing 
less.”’ 

Gilfor said he would be retaining 
the majority of the people at Active. 
“Active’s reputation is well-known, 
well-established,’ he told Play 
Meter. We’re known for our parts 
and service back-up, and we’re 
going to maintain that tradition.” @ 
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Japanese operators squabble 





while federal woes mount 


Faced with the recently-enacted 
New Fuei Act, Japanese operating 
companies are fighting among 
themselves on how best to contend 
with the stringent new federal con- 
trols, said the Amusement Press, a 
Japanese trade paper. 

Apparently, at the heart of this 
rift is a power struggle between the 
nation’s smaller operators and the 
game manufacturers, who are also 
the country’s largest operators. 
Since 1980, the manufacturers have 
closely aligned themselves under 
the JAMMA banner. Then, in May 
three of the largest manufacturing/ 
operating companies withdrew 


from NAO, the nationwide opera- 
tors’ association. 


And now the large manufac- 
turers are establishing local asso- 
ciations in Osaka, Tokyo, and else- 
where with the apparent goal of 
joining these organizations together 
to form a larger operators associa- 
tion than the present NAO. 


But at least in Tokyo that organi- 
zation is meeting with resistance. 

About 200 operating companies 
joined forces in October under the 
Tokyo Amusement Machine Oper- 
tors Association (TAMOA) and the 
leadership of Akio Nakanishi of 


Taito. But just 11 days later a second 
organization led by Sigma Inc. of 
Tokyo established the Tokyo Game- 
Parlor Operators Union(TGOU). 


Sigma’s President Katsuki Manabe 
contended that TGOU and not 
TAMOA was best suited to respond 
to the authorities. 


TAMOA’s Nakanishi, upon the 
formation of the new Tokyo associa- 
tion, said, ““Now is not the time to 
talk about the opposition between 
JAMMA and NAO. What we need is 
an associtaion which is ready to 
cope with common problems facing 
amusement operators.” ® 
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Now available for all Skee-Ball™ products—from standard 
to Mini Skee-Ball models —four players stimulate com- 
petitive play and encourage non-stop game activity. 
We've added vivid, splashy colors and exciting new 
graphics to the display panels...all to increase player 


appeal. And operator profit. 
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SHINKAI INDUSTRIES INC. 
DRIVING FORCE 
WARNING 


The Driving Force® video game in 


any form is manufactured and copy- 
righted by Shinkai Industries Inc., and 


sold in the United States, Canada, Cen- 
tral and South America, exclusively by 
Magic Electronics Inc. 


Willful copyright infringement is a 
Federal Crime. Shinkai Industries Inc. 
fully intends to take all legal action nec- 
essary to protect its proprietary rights 
against all parties manufacturing and 
selling Driving Force® games, or 
games which imitate the Driving 
Force® game, and which infringe 


upon Shinkai's said proprietary rights. 


Contact Skee-Ball or your local distributor for more 


information. 


pieeme He BHE 


The lbsiniy 


ee ea Ball Inc., 8th & Maple Sts., Lansdale, PA 19446 
(215) 362-0300 + Telex 846-072 


© Skee-Ball, Inc. 
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SHINKAI INDUSTRIES INC. 


USA LICENSE 


Magic Electronics Inc. 
1391 Park Avenue, Cranston, Rl 02920 
Driving Force Trademark of Magic Electronics Inc. 
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Williams opens its plant 


for other game makers 


In the wake of the reduced 
manufacturing demands industry- 
wide, Williams Electronics, Inc. of 
Chicago has established a subsidiary 
company for the purpose of allow- 
ing its facilities to be used by other 
manufacturers. 

The subsidiary company, Williams 
Innovative Technologies (WIT), Inc., 
will be capable to design, engineer, 
manufacture, and test mechanical, 
electro-mechanical, and electronic 
products. 


Michael Stroll, president of 
Williams Electronics, said the ser- 
vices the new subsidiary will be 
offering ‘‘range from concept 
development through electronics 
and mechanical prototype design to 
single unit or high-volume produc- 
tion. 

“We are dedicated to product 
and service quality,” he continued. 
“Our over 200,000 square feet and 
analytical equipment have been 
designed specifically for the manu- 


facture of products that perform to 
our clients’ high standards.”’ 


Stroll maintained that WIT will 
be a cost-effective alternative to 
other companies which are presently 
relying on in-house production. 


“Whether prototype or large 
volume production, sub-assembly, 
component assembly or final pro- 
duct assembly, we get product 
assembly on time and on budget,” 
Stroll claimed. e 





New York City reconsiders gray games 


The New York City Department 
of Public Affairs is reconsidering its 
previous approval for 11 different 
video poker games that are being 
operated in the city. 

After a November 5. public 
hearing, the department said it was 
taking its previous action under 
advisement and would decide soon 
what action, if any, would be taken. 

This all follows numerous com- 
plaints the department received 
after it approved the operation of 11 
different models of video poker 
games. The department is empow- 
ered to make such a ruling based on 
its inspection authority. 

A special FBI agent, an assistant 
district attorney, several police 
officers, a member of the New York 
City Council, a spokesman for the 
New York City Council, a spokes- 
man for the New York City chapter 
of Gamblers Anonymous, and a 
number of local civic group repre- 
sentatives all protested the depart- 
ment’s decision which allows the 
operation of the machines. 

Representatives of several east 
coast video card manufacturing firms 
also attended the hearing. 

Special agent William Holmes of 
the FBI technical laboratory de- 
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scribed the characteristics of two 
Joker Poker models which were on 
display. Holmes warned the depart- 
ment that these models include 
devices which will automatically 
change the game from its gambling 
function to an amusement mode if 
the game is unplugged or joggled 
during a police raid. 

Assistant district attorney Arthur 
Sementis of Westchester County 
described the recent grand jury 
investigation in his jurisdiction. That 
investigation, he said, has resulted in 
24 seizures and 11 indictments. 
Sementis testified that the gambling 
poker games had filled a void left by 
the demise of amusement games 
like Pac-Man, and that even young 
children were playing them. 

Others protesting said the ma- 
chines were connected with wide- 
spread gambling in their areas. 

According to an investigator for 
the state’s liquor authority, at least 
5,000 such devices are being oper- 
ated illegally in five boroughs of the 
city. He said these machines were 
grossing between $1,200 and $3,000 
per week in illegal revenues. He also 
testified that these incomes are 
seldom reported as income to state 
and federal taxing authorities. 


Though the hearing was packed 
with industry representatives, none 
testified in opposition. 

However, defense for the opera- 
tion of the machines came from 
Ronald S. Koppleman, an attorney 
for the New York City Music and 
Amusement Association, and Howard 
B. Irish, who represented a group of 
interested manufacturers. 

Protesting the proceedings, they 
objected that the department, by its 
earlier ruling, had induced their 
clients to invest heavily in the poker 
games. They also denied that their 
clients’ machines had any gambling 
features or adaptations. They also 
explained that, besides being skill 
games, the Joker Poker models 
operated in New York City had 
none of the features sometimes 
associated with illegal gambling on 
similar games found in other 
jurisdictions. 

They contended their clients’ 
machines were designed as pure 
amusement devices and that if any 
locations were using the games for 
gambling purposes, then those 
machines were being used impro- 
perly because the machines were 
not designed with those gambling 
capabilities. e 
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Attorneys general briefed 





on gray game epidemic 


Warnings about illegal gambling 
on coin-operated video games were 
issued to state attorneys general 
from across the country who 
gathered in Orlando, Florida, 
December 3-7, for the 1984 winter 
meeting of the National Association 
of attorneys general. 

FBI Special Agent William 
Holmes, a specialist in issues dealing 
with the coin-op game industry, 
addressed the convention on deal- 
ing with illegal high-technology 
gambling operations. 

The treatment of video gambling 
was a small part of an extensive pro- 
gram of legal topics addressed 
during the conference, but the 
three part message Holmes con- 
veyed about video gambling games 
was Clear: (1) Video gambling is an 
important concern of those whose 
job it is to define and direct the 
enactment of the laws of their 
respective states; (2) video gambling 
game manufacturers are upgrading 
technology in their games to hide 
the gambling functions from law 
enforcement officials or to skirt 
current anti-gambling laws; and (3) 
the coin-op amusement industry 
directs and controls the operation 
of video gambling devices. 

“Law enforcement people are 
becoming more aware of video 
game gambling and what constitutes 
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a video gambling machine,” Holmes 
told Play Meter. “National publicity 
of the issue is helping eliminate 
some of the confusion between 
gambling and amusement games.” 


Holmes said most gambling 
statutes are built around a simple 
three-step formula of “considera- 
tion, chance, and reward.” A player 
pays something (inserts a coin) to 
play the game; winning or losing on 
the game is determined by chance 
rather than skill; and a reward is 
given to winners. 

“The current trend,’ Holmes 
said, “is to disguise the reward 
feature of the games.” 

Credit video card game manu- 
facturers are creating new tech- 
nologies to hide game features that 
allow recording and “knocking off” 
credits, he offered. 

For example, he noted, one 
game is designed so that the record 
of credits paid out can only be called 
up on the screen by the insertion of 
a special printed circuit board into 
the game. The board to display pay- 
Out accounting information is “kept 
by the route man,” he pointed out. 


Another game has been designed 
so that unplugging the machine 
changes the nature of the play of the 
game. 

“The machine 


is dual pro- 


grammed so that unplugging it 
changes it to an amusement mode,” 
Holmes told the attorneys general. 
“That has resulted in some parti- 
cularly embarrassing situations in 
court rooms for prosecuting attor- 
neys.”’ 

In lambasting video gaming, 
Holmes laid blame on the coin-op 
amusement industry in general. 


“Uniqueness and easy accessi- 
bility of video games (amusement 
and gambling) caused a surge of 
unanticipated popularity and, as 
with any explosive occurrence, pro- 
plems developed. 

“The first problematic symptom 
was a rise in the crime rate, which 
affected the judicial and law 
enforcement systems. 


“A second wave of problematic 
symptoms, which affected the 
mental and physical health systems, 
appeared as an addiction to play 
video games. The major concern of 
this symptom is that the elements of 
this alleged addiction are similar in 
nature to those of a problem 
gambler,” he said. 

“A progressive impulse control 
disorder, such as a compulsive gam- 
bler, thrives on excitement and 
competition,’ he pointed out. 
“Video games provide these ele- 
ments.” « 


Billiard Cloth 
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Fast-Playing, Long-Wearing cloth for 


coin-op tables. 





Available through your distributor. 





Write or call for color card. 
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John Murnane 


Industry veteran 
Murnane succumbs 


Friends and business associates 
throughout the nation mourned the 
death of John Murnane, executive 
vice president of Bally Midwest Dis- 
tributing, who succumbed to cancer 
December 9. Murnane, 57, was a 
resident of Niles, Illinois. 

As executive vice president, 
Murnane had responsibilitity for all 
six Bally Midwest Distributing 
offices. He came to Bally in Decem- 
ber 1982 from Rowe International 
where he had been midwest re- 
gional sales manager. | 

Murnane’s career in the coin 
game and vending industries spann- 
ed many years and involved him 
with distributors and operators 
nationwide. 

Murnane is survived by his wife, 
Margaret, and five children. One 
son, John, Jr., is employed by Bally 
owned Palmco of Bensenville, 
Illinois. e 
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Video scoreboard introduced 
to spur game play 


A North Carolina-based com- 
pany has formed a_ high-score 
monitoring service to encourage 
play on video games. 

The company, Hi-Tech Recrea- 
tions International Scoreboard of 
Carolina Beach, North Carolina, 
maintains records of the current top 
twenty scores in official locations. 

The company consists of the 
following directors: Bruce Scism, 
Darin Scism, Leo Daniels, Jeff Scism, 
and Steve Caudill. 

“As game players and opera- 
tors,’ said a spokesman for the 
company, ‘we believe a scoreboard 
is necessary to give devoted players 
the recognition they deserve for 
their achievements on individual 
games. We also believe that by 
keeping an accurate, up-to-date 
scoreboard, we could stimulate 
interest in the entire video game 
industry.” 

Under the plan, any arcade can 
become an official location sight. 
The company accepts scores only 
from these official locations, verifies 
the scores, then tabulates a monthly 


top twenty scoresheet with the top 
twenty games. 

This top twenty ranking includes 
each top twenty player’s name, his 
location, and his score. This monthly 
player ranking will be part of a 
monthly newsletter to member 
locations, the company said. 

To promote interest in breaking 
the current top score, the company 
has a toll-free telephone number 
which players can call to get the 
score-to-beat. Players who beat the 
official high-score on any of the 
games receive T-shirts. 

Rules which govern the score- 
board include the following: (1) the 
score must be achieved by playing 
the game for four hours or less; (2) 
the score must be reported within 
48 hours; and (3) the game must be 
set to comply with Hi-Tech’s official 
game settings. 

Those interested in learning 
more about this novel approach for 
promoting video game play should 
contact Hi-Tech Recreations at 
1-800/334-1609. In North Carolina, 
call 919/458-5361. e 





New tariff law aimed at pirate copiers 


Countries which harbor pirate 
copiers of American products will 
lose their preferential trading 
privileges with the United States, 
according to the Omnibus Tariff and 
Trade Act which President Reagan 
signed into law in November. 

This law would, in part, protect 
video game manufacturers who 
allege that pirated copies of video 
games emanate largely from certain 
countries. 

This new law would penalize 
those countries which harbor pirate 
industries by revoking their Gen- 
eralized System of Preferences 
(GSP) tariff waiver or favorable 
trading status. Accordingly, the 


renewal of a countries GSP status 
would be based largely on its ability 
to protect American creativity. 


The Omnibus Tariff and Trade 
Act requires that a U.S. repre- 
sentative review stolen intellectual 
property rights and review this 
against each country’s trading 
privileges with the United States and 
submit those findings to Congress 
by January 1987. 


Also passed was the Trademark 
Counterfeiting Act of 1984. This act 
provides for criminal penalties, 
treble damages claims, and unan- 
nounced seizures of counterfeit 
goods. * 
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Wurlitzer—a manufacturer of 
pianos, organs, jukeboxes, and 
vending machines—has donated its 
past corporate records to the Earl W. 
Hayter Regional History Center at 
Northern Illinois University in 
DeKalb, Illinois, for historic preser- 
vation. 

The documents, which are 75 
cubic feet thick, should provide a 
rare insight into corporate survival 
through eras of economic boom 
and bust. 

The records include dated cata- 
logs, advertisements, photographs, 
ledgers, promotional efforts, and 
drawings that detail the installation 
of organs in ornate movie palaces 
and other locations. 

“We hope Wurlitzer serves as an 
example to other companies that 
donating or placing records hereisa 
good way to preserve important 
records and document the history 
of the company,” said Bob Graham, 
field representative for the history 
center. 

“The potential uses and users of 


Oshkosh holds 
dart tournament 


Teams from ten different cities 
competed in a masters tournament 
played on All-American dart ma- 
chines at the Bittersweet Lounge, 
Oshkosh, Wisconsin. The event was 
sponsored by Bittersweet Lounge; 
7-Up Bottling Company; and Spe- 
cialties Unlimited, (all of Oshkosh); 
Allied Games, Beloit, Wisconsin; 
and IDEA, Sycamore, Illinois. 

Lane Helgeson and Rick Brink- 
man went straight through to the 
winners bracket. In the finals, Jeff 
Reglin and Frank Andrews of 
Sheboygan won the first two games, 
but Helgeson and Brinkman took 
the next two for the win. Reglin and 
Andrews settled for second place. 
Tom Reinket and Bruce Holmes of 
Appleton placed third. 
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these types of records are very 
broad, from the company itself to 
any number of researchers,’ Graham 
continued. The collection could be 
used for research in a number of 
areas, including research on pop 
culture, business, the music indus- 
try, the development of musical 
instruments, and the history of 
Northern Illinois. 

“These records are unique,” 
Graham explained. “This collection 
will be in good shape 150 years from 
now.” 

The oldest document in the col- 
lection is a price list manuscript 
from the 1860's, Graham said. “The 
broad range of types of records will 
allow researchers to look at differ- 
ent aspects of the company and 
what it did. 

“What we’re trying to do,” he 
continued, “‘is document all aspects 
of life in northern Illinois from 1800 
to the present.” 

The center is also part of the 
Illinois Region Archives Depository 
system and is involved in preserving 


“f 
WN / 


Wurlitzer donates records 


local public records—including tax 
records, circuit court case records, 
probate records, and school board 
minutes. 

Though founded in 1856 in 
Cincinnati, Wurlitzer in 1908 ac- 
quired a plant in North Tonawanda, 
New York, near Buffalo, and in 1919 
established the DeKalb, Illinois 
division. 

The DeKalb piano plant was 
closed in 1973, though marketing 
and administrative operations re- 
mained. The following year the 
manufacture of jukeboxes was shut 
down at North Tonawanda. In 1975, 
Wurlitzer’s electric organ produc- 
tion ended in upstate New York 
as all manufacturing operations 
were consolidated at two northern 
Mississippi plants southeast of 
Memphis. 


Three years ago George Howell 
took over as Wurlitzer president 
and has been credited with the 
company’s recent turnaround in 
this country. ) 
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The National Association of the Vending and Foodservice Manage- 
ment (NAMA) elected officers at its recent convention in Atlanta, 
Georgia. President G. Richard Schreiber far right congratulates newly 
elected officers. From left are William K. Walsh, Continental Vending, 
Orange, California, treasurer; Jay B. Moyer, Moyer-Diebel, Ltd., 
Canada, vice chairman; and John M. Darden, Sands & Company, 
Marietta, Georgia, chairman of the board. 
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THE 
CALENDAR 


January 7-10 

The 41st Amusement Trades Exhibi- 
tion will be held in London at the 
Grand Hall, Olympia. For further infor- 
mation contact Amusement Trades 
Exhibitions Ltd., 12 Clapham Com- 
mon North Side, London SW4 9SP 
England, or telephone 01-228 
4107. 


January 17-21 
Second annual Induferias Show, 
Valencia, Spain. For information, con- 
tact Induferias at Apartado 476, 
Valencia, Spain. Telephone: 364-00- 
11. Telex: 62435 Feria E. 


March 1-3 
Amusement Showcase International, 
Expocenter/Downtown, Chicago, 
Illinois. Telephone 312/771-3290. 


March 4-7 
AMOA Executive Development 
Program, The Center for Continuing 
Education, Notre Dame, Indiana. 
Telephone 312/654-2662 


March 29-31 
Amusement Operators Expo (AOE), 
New Orleans Sheraton downtown. 
Telephone: 504/488-7003. 
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Did You Know... 


Van Brook offers these handsome 


Trade Stimulators .. . Theyre 
Vending Machines, and 
completely legal. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 





AMOANJ 








installs officers 


More than 300 industry members 
and guests attended the Amusement 
and Music Operators Association of 
New Jersey (AMOANJ) annual din- 
ner dance and installation of officers, 
in mid November. 

Frank Mandia, installed as a vice 
president, was honored as a founder 
and past president of the association. 
And James Cuccio, Chess Amuse- 
ments, was honored as he entered 
his second term as president of 
AMOAN],. 

Other officers installed were as 
follows: Allan Waldor, ABC Dis- 
tributing, Hillside, vice president; 
and Dianna Minero, G & M Vend- 
ing, Paterson, secretary/treasurer. 

Installed as directors were: 
Sheldon Abrams, Eskin Corp., East 
Brunswick; William Englehart, Bill’s 
Vending, Sewell; Edward Gilmore, 
EG Vending, Haledon; Edward 


Silverstein, Cue Vending, Clifton; 
Joseph Corrao, Wayne Vending, 
Wayne; Michael Fricchione, Came- 
lot Amusements, Garfield; Edward 
Lettieri, Betson Enterprises, Moon- 
achie; and Vincent Storino, S & § 
Amusements, Toms River. 


John Estridge, president of 
AMOA, was the guest of honor. He 
was accompanied by his wife Sandy. 
Estridge complimented AMOAN)J 
for the turnout and the enthusiasm 
of the association’s membership. 
Estridge also thanked the associa- 
tion for dealing with legislation in 
Washington. 


Other guests were John F. 
Vassallo, director of the state Alco- 
holic Beverage Control and state 
commissioner of amusement games; 
and William Treger, games bureau 
chief. e 


Chicago—As the first Prelude Juke Box came off the line, shown cele- 
brating with the plant crew, are (L-R): Bob Breither, director of 
marketing; Ed Blankenbeckler, president; Wally Cline, production 


foreman; Nick Hindman, executive vice president; 


Wagner, plant manager. 





and Curtis 
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Status appoints 
southern distributor 


Lucky Distributing, Inc. of 
Nashville, Tennessee, has been 
appointed exclusive agent for Status 
Game Corporation’s Triv-Quiz and 
Casino Strip for 13 southern states. 


Irv Jeffries, president of Status, 
said, “We are honored to have 
Lucky as our southern representa- 
tive. With its years of experience 
and excellent sales staff, we are 
confident they will do an outstand- 
ing job.” 


Jeffries continued, “Our Triv- 
Quiz and Casino Strip games are 
turning in strong collection reports 
across the country, and we are 
already preparing update kits for 
both games which will prolong the 
games’ street lives.” 

Lucky Distributing has been 
serving the Tennessee region since 
1979. The company is headed by 
Steve Shacklett, and its staff is 
managed by Clint Shockey, an 
industry veteran. ® 





Smithweck named 
sales director 


Neal Smithweck has been 
named director of sales for Digital 
Controls, Inc., the Atlanta-based 


manufacturer of countertop and 
upright video games. He will be 
responsible for coordinating the 
company’s domestic and _ inter- 
national games sales effort. 





Neal Smithweck 


“Neal’s appointment is partic- 
ulariy important in light of our 
current expansion into the upright 
market,’ noted Digital Controls 
Vice President of Marketing Marty 
Glazman. “He will help us imple- 
ment our broadened commitment 
to the industry which includes 
widening our distributor base to 
include more of the nation’s top 
distributing outlets.”’ 

From 1975 to 1983, Smithweck 
was at William Electronics. Hired to 
train the firms technicians, Smith- 
weck became a regional sales 
manager for the Chicago game 
manufacturer in 1981. As such, he 
formulated much of the sales 
organizational procedures, includ- 
ing the development of game 
testing programs, distributor evalu- 
ations, and warranty policies. 

Prior to joining Digital Controls, 
Smithweck had been with Bally/ 
Sente as director of sales. 

Smithweck will be moving to 
Atlanta from his current residence 
in Dallas. He holds a degree in 
Engineering from the University of 
lowa. © 
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Abi Carman 


In Service 
for service 


Abi Carmen, former director of 
technical services for Mylstar Elec- 
tronics, Inc., has opened In Service, 
Inc. 

In Service will handle all video/ 
laser disc player repairs and _ all 
M.A.C.H. 3 printed circuit boards. 

Angel Pagan, also from Mylstar, 
has been appointed senior tech- 
nician. Angel brings with him a vast 
background of laser player and 
board repair experience. 

The company’s address and 
phone number are: 2600 W. Touhy 
Avenue, Chicago, Illinois 60645, 
312/338-7500. e 


Utah plans 
8-ball open 


Utah Amusement Music Asso- 
ciation will hold its annual Utah 
Eightball Open at the Sheraton Hotel 
in downtown Salt Lake City, April 20, 
21, 1985. There will be a prize purse 
of $5,000 for the men’s tournament 
and a subsequent women’s tourna- 
ment purse depending upon the 
size of registration. 

The tournament, in its fourth 
year, continues to grow in response 
and participation drawing in excess 
of 400 pool players throughout the 
State. 

The event is the largest single 
event for Utah operators. @ 
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Two appointments 


Bally Sente announced two 
recent appointments—Jesse Osborne 
as a sound designer and composer 
and Owen Rubin as a game designer. 


The Sunnyvale, California sub- 
sidiary of Bally Manufacturing Cor- 
poration designs and markets the 
Sente System, an interchangeable 
video game system utilizing hand- 
size software cartridges, control 
panels and graphics. 


Osborne composes original 
music and sounds using electronic 
waveforms to create ambiances for 
video games in the systems’ stan- 
dard library of games and for its new 
simulator game system. 


All kits come with re- 
placement front pare! 
and full graphics 
Paint your cab:net 
and you wil! have a 
NEW GAME! 


at Bally Sente 


For many years prior to joining 
Bally Sente, Osborne was an audio 
engineer with Fantasy Studios, 
Berkley, California. Included among 
his list of credits are the important 
film productions of Return of the 
Jedi, Amadeus, and Peanuts. Osborne 
also held staff production positions 
in the recording industry, and spent 
the early part of his career as a popu- 
lar music Composer. 


Reared in San Francisco, Osborne 
graduated from Galileo High School 
and attended Merritt and Laney 
Colleges, Oakland, California. 


Rubin, 30, is responsible for the 
game play design, software struc- 


Ce ed 
IMMEDIATE DELIVERY 
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ultimate Racing Game! 
They'll be back time and time again to meet the challenge and you'll make the money 


you deserve! 


ture programming and implementa- 
tion for the systems’ standard library 
of games and for its new simulator 
game system. He also serves as assis- 
tant systems programmer for the 
company’s computers and software 
tools. 

For eight years prior to joining 
Bally Sente, Rubin was senior pro- 
grammer for Atari, Inc., Sunnyvale, 
California where he was on game 
development for Space Duel, Major 
Havoc and other games. 

A native of San Francisco, resid- 
ing in San Jose, Rubin earned a B.S. 
degree in electrical engineering at 
the University of California, Berke- 
ley. e 
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and 
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HAS YOUR PACMAN HAD IT? 


Here's the answer—An inexpensive and exciting conversion kit that easily converts 
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Bob’s Space Racers win 
IAAPA exhibit award 


Bob’s Space Racers of Daytona 
Beach, Florida was recently awarded 
the “‘Most Outstanding Exhibit 
Award” at the International Associ- 
ation of Amusement Parks and 
Attractions (IAAPA) annual con- 
vention held in Dallas, Texas. 


The company’s exhibit was 
selected for the award from 462 
companies and 1,019 exhibit booths 
at the convention. 


Bob’s Space Racers, a large 
manufacturer of group games, 
manufacturers games for amuse- 
ment parks, carnivals, and arcades 
throughout the world. Water games, 
Whac-A-Mole, Bowler Roller, Super 
Shifter, Roll-A-Ball, and Can-Alley 


are among their most popular 
games. 

IAAPA features companies that 
serve all aspects of the entertain- 
ment and leisure industry. The 
convention and trade show included 
displays and products from over 40 
countries with over 9,000 people in 
attendance. The trade show is 
annually one of the largest in the 
United States. 

In addition to the “Most Out- 
standing Exhibit Award,” Bob’s 
Space Racers also received the 
award for the “Most Outstanding 
Games Exhibit.” During the past 
decade, Bob’s Space Racers has 
received 18 other awards for its 
games and exhibits of their games. @ 





Contel signs agreement 


Cointel Corporation, the first 
publicly held company to install 
customer-owned pay telephones, 
has announced the signing of an 
agreement with Entertainment Pro- 
perties, Inc., (EPI), under which EPI 
has purchased 2,105,000 shares of 
Cointel restricted common stock in 
exchange for EPI’s forgiveness of 
$1,850,000 in Cointel’s debt. These 
shares are restricted from public 
trading under SEC Rule 144, and 
were purchased on the basis of 
approximately 88 cents per share. 

The shares purchased by EPI 
represent 10.5 percent of Cointel’s 
outstanding common stock. Cointel 
will enjoy a substantial increase in 
net worth and cash flow as a result of 
the agreement, according to Allan 
M. Glezerman, president of Cointel. 

Glezerman also announced that 
Cointel today filed Form 10 with the 
Securities Exchange Commission, in 
order to become a reporting com- 
pany under Section 12 (g) of the 
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Securities Exchange Act of 1934, as 
amended. He pointed out that 
immediately upon this filing becom- 
ing effective, in approximately 60 
days, Cointel intends to apply for a 
listing on the NASDAQ system. e@ 





WAMOA 
announces officers 


Washington Amusement & Music 
Operators Association announced 
its new officers for 1985. They are as 
follows: president elect, Ron Dia- 
mond, Pearson Music, Port Angeles; 
vice president elect, Steve Living- 
stone, Bumper’s Amusement, Spo- 
kane; secretary/treasurer elect, 
Karen Hart (Mrs. James), Yakima 
Music, Yakima; board of directors, 
Ken Johnson, Capitol Amusement & 
Vending, Olympia; and John Mc- 
Gruder, All American Amusement, 
Coeur D’Alene. ® 





Peter Nasca 


Nasca 
forms company 


Peter Nasca, formerly vice presi- 
dent, Bruce Rubin Associates, has 
formed Peter Nasca Associates, Inc., 
corporate communications. 

Nasca, an accredited member of 
the Public Relations Society of 
America, currently serves as presi- 
dent of the organization’s Miami 
Chapter. He has also held the posi- 
tions of president-elect, treasurer 
and secretary. 

Prior to entering the public rela- 
tions counseling field, Nasca was 
director of public relations for 
Miami-based Fidelity Electronics, 
Ltd., an international consumer 
electronics manufacturer. He began 
his career in broadcast journalism as 
a radio reporter and news director 
in New York. He also spent four 
years as a general assignment 
reporter for WBRE—TV (NBC) in 
Northeast, Pennsylvania. 

Nasca earned a Bachelor of Arts 
degree in Political Science from the 
University of Bridgeport, Bridge- 
port, Connecticut. He is listed in 
Who’s Who in the South and South- 
east. 

A resident of Plantation, Florida, 
the 36-year old Nasca is married and 
has three children. 

Peter Nasca Associates, Inc. is 
located at 9781 N.W. 91st Court, 
Miami, FL 33166, telephone 305/884- 
1700. e 
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The Arachnid Advantage 
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7 Arach#@: 


6421 Material Avenue @ Rockford, Illinois 61132 @ (815) 654-0212 @ (800) 435-8319 

















20 Advantages to Making English 
Mark Darts Part of Your Earnings 
Program for 1985, 1986, 1987... 


@ = 1. Arachnid is the originator of electronic darts, with nine years experience. 

@——— _ 2. English Mark Dart games carry a one-year warranty. 

@——— 3. 800/435-8319 toll-free for quick customer service in all areas of the English Mark Darts 
game. 

@——— 4. Arachnid provides a postage-free customer satisfaction return card with each game. 

@-—__ 5. Arachnid technical engineers are available five days a week for customer service and 
trouble shooting. ; 








5 English Mark Darts promotional seminar in Rockford, Illinois 
with all expenses in Rockford and half of transportation 
costs paid. 

. English Mark Darts league and tournament information 
packet including posters, charts, rules, score sheets, etc., 
available free at your request. 

. Consultation on set-up and operation of your English Mark 
Dart leagues and tournaments, all questions answered toll- 
free, 800/435-8319. 

. English Mark Darts International Association providing 
benefits for Operators and Players everywhere. | 

Me OS UCl a racM IN Qnomrlmiicagmliaireimiuntnvalitc 

sent directly to Operators as well as Players. 

. National and regional English Mark Darts promotions with 

the help of Operators and Distributors. 

. Set of schematics and operator’s manual provided with each 

English Mark Darts game. 

. Complete English Mark Darts parts manual included with 

each game. | 

. Full color English Mark Darts accessories catalog of 

Arachnid issue equipment. 

. English Mark Darts award patches available including 6, 7, 8 

and 9 Dart-Out, Hat-Trick, Three-in-a-Bed and League 

Championship. 

. Quantity discounts available on English Mark Dart games. 

. Trouble shooting seminars held in Rockford and/or at 

Distributors to help Operators with English Mark Darts 

Technical information. 

. Fast turn around on repairs sent to Arachnid with advance 

replacement boards available when necessary. 

. English Mark Darts comply with the Federal Communications 

Commissions Rules and Regulations Part 15, Subpart J for 

radiated emissions pertaining to Class A equipment. 

. Service bulletins with technical assistance provided by 


Arachnid. 
Arachi@t: 


6421 Material Avenue @ Rockford, Illinois 61132 @ (815) 654-0212 @ (800) 435-8319 
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Ol’ Man River, = 
He must know somethin’, 
But he don’t say nothin’. 
An’ OL’ Man River, 

That Ol’ Man River, 

He keeps on rollin’, 

He keeps on rollin’ along. 


—From the song 
“Ol’ Man River” 


The Opportunities to talk with 
manufacturers and distributors are 
endless. Most are accessible and 
willing to talk at length about their 
businesses and the overall state of 
the industry. 

At times, their willingness to 
talk can even be a problem. Here's 
an example of what, no doubt, most 
visitors to the recent AMOA Show 
in Chicago, October 25-27 at the 
Hyatt Regency Hotel, probably 
experienced: 

A manufacturer spots you and 
pulls you aside. “Buy my widget,” he 
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By 
David Plerson 


tells you. 

You're not really in the market 
for his widget, you tell him; it’s just 
that his booth happens to be on the 
way to the men’s room. 

“Doesn't matter,” he tells you 
back. “Want to hear what I think 
this industry needs to turn itself 
around?” 

Not really, you say. 

“Of course, you do,” he says. 

Before you know it, you’ve been 
buttonholed. 

You try to excuse yourself, but he 
wont let you go. He wants to explain 
himself to you, in detail. 

You smile. You nod. You cross 
your legs. His view may be interest- 
ing, you think. It may even be unique. 
But it can hardly be as compelling as 
the call of nature. So you try to 
excuse yourself. 

“What is it?” he asks. “You don’t 
like me personally or something?” 

You say no that’s not the case; 
and, before you know it, he’s re- 
explaining his opinion of what the 














industry needs to turn itself around. 

Unlike past shows where many 
manufacturers were too important 
to be seen in the company of opera- 
tors, nowadays they can be found in 
public places, offering their unsolic- 
ited opinions to anyone they can 
buttonhole. 

The operator, on the other hand, 
is quite the opposite. He's unassum- 
ing, to the point of being self- 
abnegating. Ask him, point-blank, 
what's his view of the state of the 
industry, and you're likely to here 
him say his opinion isn't really 
worth discussing. He'll downplay 
his own importance and suggest 
that you mistook him for a distribu- 
tor or, maybe, a manufacturer. 

Something I learned in Journal- 
ism 101 but which has never failed 
me yet is what I call the “Ol’ Man 
River Principle of Investigative 
Journalism.” Whenever someone 
tells me he can’t tell me somethin’ 
‘cause he don’t know nothin’, then | 
know I finally got to the source—the 
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veritable horse’s mouth. 

At the recent AMOA Show, 
when I found manufacturers quite 
willing to tell me one thing, and 
distributors quite eager to tell me 
something slightly different, and 
Operators not talkin’ at all—I knew 
it was high time I invoke the “Ol 
Man River Principle of Investi- 
gative Journalism” and focus in on 
what the operator had to say. 

The result is a glimpse of where 
this industry is headed. And, let me 
tell you, it’s not exactly what the 
manufacturers and distributors are 
saying. 

To listen to the game sellers 
you'd think that, after a long stretch 
with little or no equipment pur- 
chasing, operators are now in the 
position where they have to buy new 
equipment to update their routes. 

But operators don't see it that 
way. Their competition has been 
whittled down also, and that means 
operators don't have as compelling a 
reason to update their equipment as 
they once did. They're not thinking 
of themselves as being in competi- 
tion with motion picture theaters, 
other entertainment forms and all 
that. They see their business as 
secondary diversions for bar and 
restaurant patrons. It’s a living. 

If they see a piece of equipment 
they like, then they’ll buy it. But if 
they don’t, they feel they’re in a posi- 
tion to wait...and wait...and wait... 

The reason is, quite simply, 
operators today are making money 
again. Those who aren’t making 
money arent operating today, and 
when they exited, those operators 
who were left got a larger piece of 
that diminished business. 

Bill Harris of Automatic Amuse- 
ment and Vending Service in 
Fremont, Nebraska, was one of 
many operators attending the 
AMOA Show who has a view com- 
pletely different from game sellers. 
On the final day of the show, he 
assessed the product offering at the 
show bluntly and unsympathetically. 
“There's nothing great out there,” 
he said, pointing back at the exhibit 
floor. 

He explained that the games are 





PLAY METER, January 15, 1985 





Bill and Nettie Chamness: “Our business has levelled off, 
but we can live with it.” 





Marguerite and Ron Phillips: “With competition down, it sure helps us.” 


ai 


no longer major attractions but are 
back to being diversions for patrons 
who are in a location for another 
purpose—to eat or drink. “There 
isn’t any walk-in business anymore, 
he said. “And there arent any 
women in the bars. Added to that, 
we still don’t have the 25-and-over 
player base back, and you see why 
I'm looking for equipment with a 
long life. 

“T’m looking to buy things that'll 
be here five years from now,’ he 
continued. “I have to buy a few jukes, 
pins, and pool tables, but that’s 
about it. Maybe three or four decent 
kits.” 

But, as for his video game pur- 
chases, he said, “I’m reducing the 
number of videos I'll buy. I'll tell you, 
I'm afraid to buy a dedicated game 
when I know the kit will come out a 
few months later. No operator can 
afford to pay those kinds of dollars 
before a game dies.” 

He went on to say, Operators 
are down on buying videos. We all 
got stung bad with them. All we're 
doing in Nebraska is buying time. 
We're keeping things running and 
working well because, at this time, 
the only thing I’m finding profitable 
is buying kits and adjusting my 
games to give the players more play- 
ing time.” 

Then he leaned over, as if to 
confide something, and said, “T’ll tell 
you what we need. We need the old 
common gun game, not these laser 
shooting games. All these space 
videos are dead. Sports videos are up 
but only as kits.” 

He then offered a view on pin- 
balls. “I have to buy pins,” he said. 
“All mine are three years old now. 
But, let me tell you something. This 
resurgence in pinballs is just not 
true. Sure, if you put a pin in place of 
a video you'll do $50 to $60 a week. 
But you try changing an old pinball 
for a new pinball, and you'll find 
there's no collection change.” 

Bruce Bauldridge of Aspen 
Amusement Services in El] Jebel, 
Colorado, has been in business since 
1978. He said his videos make up 
about 50 percent of his 500-piece 
route. He also said his video inven- 


Weimar Tudela: “You just get a 
better ROI with conversions.” 





Bill Harris: “You try changing an old 
pinball for anew pinball, and you'll find 


there's no collection change.” 


tory was 12 months stale, yet he’s 
looking to replace only half of it. 

Bauldridge said he was still 
finding operating a profitable busi- 
ness, even though his gross has 
dropped about one-third from his 
1982 peak. “My nets,” he explained, 
“haven't dropped as much as the 
gross because of the things I’ve put 
back on the street—jukes, pins, and 
pool tables.” 

He went on to say, ‘I know I've 





got to upgrade.” But he added that 
he really came to the show “looking 
for one new pin and one shooting 
game.” He said he also wanted to 
investigate the countertops and 
Nintendo's VS. System but that he 
didn't carry any preconceptions 
coming into the show. 

He added that he was also look- 
ing for something in the “Unusual 
and different department” but 
hadn't found it yet. Then he laughed 
and said, “Last year I thought I found 
it with Ice Cold Beer.” 

Ronald and Marguerite Phillips 
of the Twilite Zone in Groton, Con- 
necticut, Operate a number of 
arcades in enclosed malls and in 
strip centers. They said that they 
still found the business profitable if 
only because there are fewer people 
in the business today. 

“With competition down,’ Ron 
said, “It sure helps us.” 

They admitted, however, that 
they were not actively buying but 
were, rather, “regrouping. 

He said he saw a slight upturn in 
business but couldn't tell whether 
that was due to decreased competi- 
tion or a general business upswing. 
The Philipps said they operated 
mostly dedicated videos, were not in 
the market for conversions, but 
because of market trends were 
“starting to look back at pins.” 

“We haven't bought pins in two 
years, Marguerite said, ‘and pinball 
play is going up.” 

Frank Battaglia of Amusement 
Arcade in Woodside, New York, 
said he’s convinced coin-op tele- 
phones are the way to go. He said he 
went to the show looking for some- 
thing that would give his operation 
a stable earning base. 

“Right now,’ he said, “it’s too 
much of a roller coaster ride, with all 
its ups and downs. But I’m not going 
to give up on this business.” 

He said coin-op telephones will 
offer him the same stable earning 
base that pool tables and jukeboxes 
are known for. “I’ve got a lot of 
grocery stores and candy stores on 
my route,” he explained, “and obvi- 
ously you can’t put a pool table or a 
jukebox in those kinds of locations. 
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But a coin-op telephone would fit in 
just right. I see it as offering me 
some variability for my locations. 

Weimar Tudela of Dale Williams 
of Orlando, Florida, said his com- 
pany operates approximately 300- 
500 prices of equipment and 80 
percent of that equipment is video 
games. 

Tudela told Play Meter the com- 
pany would try to maintain its 
current video game percentage but 
that it’s looking to accomplish that 
with conversion kits rather than 
with dedicated games. “You just get 
a better ROI with conversions,” he 
said. 

He said his company has been in 
business for five years and has a 
number of pinballs. But he seemed 
to suggest his company wouldn't be 
buying many pinballs at this time. 

Said he, “The pinballs we have 
are still doing good.” 

William Chamness of Chamness 
Vending and Video in West Frank- 
fort, Illinois, also said he went to the 
show looking specifically at conver- 
sion kits to upgrade his route. 

“Our business has levelled off,” 
he told Play Meter, “but we can live 
with it.’ He added that business has 
been good enough that he was in a 
position to buy up another route. 

In business since 1961, he said 
videos make up 75 percent of the 
pieces on his route, but only 50 
percent of the income. 

Then he added, “But weve 
always had good luck with pinballs.”’ 

Ron Dingus of Coin Machine 
Distributing in Kingsport, Tennes- 
see, said his collections are still 
down anywhere between 65 to 70 
percent from his peak year. He said 
he went to the AMOA Show looking 
specifically for conversion kits and 
perhaps some pinballs. 

When asked if he felt his busi- 
ness was still profitable for him, he 
shrugged as if to say so-so. 

So we asked him one final ques- 
tion. Why do you stay in this bust- 
ness? 

He smiled weakly and offered a 
response that seemed to sum up the 
feelings of those still operating 
today. “Why? I just like it.” ® 
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Special Offer, Limited Time 
QUARTERBACK SACK 


Where skill, speed and coordination make for exciting fast paced 
competition. — DISTRIBUTORSHIPS AVAILABLE 


OPERATORS GAMETRONIX 


& _— MINNEAPOLIS, MN 


612/884-5922 


DISTRIBUTORS 
CALL TODAY! 


Designed for 

¢ Mini Compact Pickups 

e ¥% Ton to 1 Ton Trucks 

e Pick-ups and Walk-in Vans 


\, ¢ 1 Ton Stake Beds & 


Depth 
Platform 


Van Bodies 


Model 64 

Fleetside Chevrolet, All GMC 
Fleetside, Ford and Dodge with 64 
to 65 inch opening, International 
wide box 1969 and later. 


WOODBINE MFG. CO. 


WOODBINE, IOWA 51579 


Ticket Werdor 


Novelty Games 


The Norton Company, Inc. 
4910 W. Linebaugh Ave., Tampa, FL 33624 
813/962-4012 





PHONE (712) 647-2050 





WHAC-A-MOLE 


Everyone loves 
Whac-A-Mole! 















Customers love to play 
and you'll love the way 
it pays. Call us and 
let us tell you more. 


Bob’s Space Racers, Inc. 
427 15th Street 

Daytona Beach, Florida 32017 

Telephone: 904-677-0761 


Manufactured in the U.S.A. 
Makers of amusement games since 1970 
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The few operators who attended 
this years AMOA Show were 
probably happy to learn the next day 
that the Chicago Bears, St. Louis 
Cardinals, and Cincinnati Bengals 
all won their football games. 
However, the rest of the convention- 
goers were probably disheartened to 
learn the Dallas Cowboys had 
beaten their beloved Indianapolis 
Colts, 22-3. 

AMOA Show ‘84 was truly a 
regional show. There were hardly 
any operators there who followed 
the fortunes of such teams as the 
Seattle Seahawks, Houston Oilers, 
New England Patriots, and Miami 
Dolphins. 

Still, the regional nature of 
AMOA '84 can't be blamed wholly 
on the AMOA, anymore than the 
regional bias of AOE '84 and ASI’84 
can be blamed on those shows. It’s 
just that operators outside the 
Chicago hub can't afford to fork out 
the money for round-trip airfare to 
Chicago, a hotel room for $125 a 
night, and still have to come up with 
more money to pay for meals and 
entertainment. At least, they can't 
afford it with today’s collections. 


30: 


When the industry was in boom 
times, showtime meant party time. 
Now the party's over; and opera- 
tors, more frugal these days, are 
opting for (1) sending fewer people 
to the show or (2) not going at all. 
From this year’s attendance at all 
three shows, it’s clear most opera- 
tors are opting for (2). 


The large no-show at the 
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John Vassalo of the New Jersey state 

amusement game commission stressed 

that operators work for merchandise 

equipment laws at the state level, not 
at the local level. 





By David Pierson 


AMOA Show this year should warn 
game sellers about what's happen- 
ing. Operators are not so anxious to 
see the new games as they once 
were. Operators are not as anxious 
to go toa show when the only reason 
for going is to see new equipment 
that they re not in the market to buy. 

What it all means is that game 
sellers can expect worse days ahead. 

While the shakeout ts nearly 
over at the operator level, it’s only 
just begun at the game seller level. 
Operators just don't see a reason to 
buy as much equipment as they once 
did. In the past, operators bought 
even when they knew they were 
overbuying, because they had to 
keep pace with their competition. 

Today, however, the surviving 
operators don't have that furious 
operator competition; so they re not 
in such a great hurry to buy. After 
all, many operators think, “Why 
should I buy new games right now? 
All the equipment on my route Is 
only one or two years old!” 

The industry has, in fact, dimin- 
ished in size. According to Play 
Meter’s most current estimates, 
Operator population is down about 
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42 percent from the peak period in 
1982. But, if your estimate of the 
Operator population were based on 
trade show attendance, you'd think 
the number of operators in business 
today is only one-third the number 
that were in business two years ago. 
And that just ain't so. 

Consider the following item: 
Last years AMOA Show in New 
Orleans drew 9,079, and this year's 
show in Chicago drew 7,303 (both 
figures according to the AMOA). 

It is common knowledge in con- 
vention circles that a trade show in 
Chicago will draw more attendees 
than the same show in New 
Orleans—simply because chicago ts 
surrounded by cities like St. Louis 
and Cincinnati, while New Orleans 
is surrounded by towns like Pasca- 
goula, Mississippi and Thibodeaux, 
Louisiana. 

Yet, even with this sparser 
population base, last year’s show in 
New Orleans drew nearly 2,000 
more attendees than this year's 
show in Chicago! Doesn't that tell 
you something? 

There are two reasons for the 
drastic decline in attendance at all 
three Chicago shows this year. (1) 
There are fewer operators in busi- 
ness today than there were in 1983; 
and (2) the operators who are still in 
business are no longer as interested 
in seeing what the manufacturers 
have to offer as they were in 1983— 
when everybody wanted to see the 
new laser disc games. 

Neither reason by itself can 
account for the abysmal operator 
showing at the AOE, ASI, and 
AMOA Shows this year. Sure, the 
bitter in-fighting between the AOE 
and ASI shows resulted in a dimin- 
ished attendance at both of those 
shows, but the attendance of the two 
shows added together was not even 
close to last years New Orleans 
total. And why would the bitter 
AOE/ASI rivalry carry over to 
adversely affect the AMOA Show? It 
wouldn't. 

What is evident is that, although 
the operator population has declined 
dramatically, it certainly has not 
dropped to anything near what 
Operator attendance at the Chicago 
shows would lead you to estimate. 

And consider, also, the following 
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Crane games, one of the more attractive merchandise equipment types, 
were exhibited in several booths. 
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Merchandising equipment includes many various forms— 
including coin pushers. 
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with the laser games. Games like 
M.A.C.H. 3, Erickson said, were set 
so that over SO percent of the 
players played for less than one 
minute. 

“It’s impossible to believe you 
could market a game with that,” he 
continued. 

The only reason the laser disc 
games lasted as long as they did, he 
said, was that they were new; but, 
after that newness wore off, the 
players turned against the games, 
feeling they weren't getting their 
money's worth. 

He then told the operators that 
manufacturers have got to listen to 
what operators are saying about the 
games—that they must incorporate 
features into the games which will 
allow players to play the games for 
sufficient periods of time and which, 
therefore, means operators can 
make more money. 

His first suggestion to manufac- 
turers, he said, would be to incorpo- 
rate a new feature into their games 
whereby a player who played for less 
than a minute would be given extra 
playing time. 
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“The cardinal rule in this indus- 
try used to be that if the average 
playing time of a game was less than 
two minutes, the game would be a 
flop,” Erickson said. 

Then he told the audience to 





The cardinal rule in 
this industry used to be 


that if the average 
playing time of a game 

was less than two 

minutes, the game 


would be a flop. 





rethink the game Qix from Taito. 
“Too many people liked that game 
for it to be a flop,” he said. Again, he 
noted, it was probably the game's 
setting more than the game play 
itself which eventually killed the 
game on location. 

Besides the usual contingent of 
seminars on jukebox programming, 
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conversion kits, and cigarette 
vending—one seminar which drew 
a small attendance but whose subject 
may become one of the major 
Operating strategies in this post 
video boom era was a panel pre- 
sentation on “Merchandising Mer- 
chandise Equipment.” 

Merchandise equipment, accord- 
ing to the panelists, is equipment 
which dispenses tokens or tickets 
which are redeemable for prizes or 
merchandise. 

The panel discussion included 
four speakers from the state of New 
Jersey where merchandising equip- 
ment is legal: John Vassalo Jr. and 
William Treger of the New Jersey 
Amusement Games Control Com- 
mission; Michael Redpath of the 
New Jersey operators association; 
and Art Warner of Betson Dis- 
tributing in Moonachie, New Jersey. 

Warner's presentation singled 
out the reason operators can expect 
this type of equipment to become a 
more dominant force in the industry 
in the future. 

Said he, “With video game col- 
lections down, we are all seeking 
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alternatives. And we in New Jersey 
have found it.” He said games that 
pay out tickets or tokens which are 
redeemable for prizes have a 
tremendous profit potential. Most 
notably, merchandise equipment, he 
stated, is non-depreciating. “The 
income of these games,” he said, “is 
not subject to decline in equipment 
value.” The reason for that is the 
merchandise is what maintains the 
appeal in the games. 

The problem with operating 
this equipment, obviously is that it’s 
illegal in most areas, although it ts 
legal in some form in some areas in 
25 states. Merchandising equipment 
includes all ticket or token dispens- 
ing games. Such machines include 
Skee-Ball, reaction time games, 
Pokerino, Bingorino, Boom Ball, 
coin pushers, Penny Falls, Silver 
Skis, SplashDown, crane machines, 
even videos and pinballs modified to 
dispense tickets or tokens. 

These tickets and tokens are not 
able to be replayed in the game but 
instead are accumulated by the 
player for redemption for prizes. 
Usual prizes include radios, stereos, 
television sets, glassware, stuffed 
animals, and so on. 

According to Warner, the 
collections on merchandise equip- 
ment will run three times greater 
than the cost of the prizes that will 
be redeemed. 

Obviously, some sort of govern- 
ment intervention is necessary with 
the operation of such equipment, 
and the New Jersey operators asso- 
ciation even recommends operators 
lobby for statewide controls govern- 
ing the operation of such equipment. 

Redpath of the AMOA-NJ said 
New Jersey operators are allowed to 
set their games at 50-cent play and 
award prizes valued as high as $300. 

Vassalo of the state control com- 
mission also stressed that operators 
not assume these types of games are 
legal in their area just because they 
are being operated by others like 
Pizza Time outlets. He said opera- 
tors should investigate the matter 
first because most areas don't allow 
the games, but there is a good chance 
that a concerted effort by operators 
could push through such legislation 
on a statewide basis. 

Vassalo also urged that operators 
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not try to attack this issue on a local 
basis. “Do it at the state level,” he 
told operators. “Otherwise, you'll 
find it becomes a political football 
and a revenue-producing measure 
for local municipalities.” 

Treger told the gathering that 
the games truly were profitable 
games for both operators and the 
state. He said that currently there 
are 21 municipalites in New Jersey 
where the games are legal and that 
there are 7,354 such machines 
operating there. “These machines,” 
he said, ‘‘are generating around $15 
million a year, mostly in the warm 
summer months. So you can see 
we're talking about a lot of money 
here.” 

One of the key factors which 
must be assured before the games 
will be allowed in operation, all 
panelists agreed, were that the 
machines average a 100 percent 
payback. That means, on the 
average, one ticket or token be dis- 
pensed for every play. It is the 
appeal of the prizes which maintain 
the draw of the games. 

This distinction is critical in 
differentiating merchandising equip- 
ment from gambling machines, the 
panelists said. 

Vassalo explained this by saying 
there are four classifications of 
machines, as defined by New Jersey 
law: 

1. Entertainment equipment 
includes pinballs, video games, pool 
tables, etc. These are legal in the 
State. 

2. Gray area games include 
subterfuge gambling devices which 
allow for under-the-table payouts to 
players. These are banned outright 
in licensed liquor locations. 

3. Gambling devices include all 
machines which allow for money 
in/money out. These are outlawed 
except in Atlantic City. (Vassalo said 
money in/money out means, in 
effect, that the player eventually 
ends up with the money in the 
machine.) 

4. Amusement equipment in- 
cludes all money in/token or ticket 
out machines. (Vassalo said the dis- 
tinction here is that the player 
cannot reinvest those winnings 
directly into the machine but can 
only redeem them for prizes.)  ® 
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item: Nearly 3,000 of the 7,303 
attendees at this years AMOA Show 
werent even operators; they were 
exhibitor personnel, distributors, 
and guests—this according to 
another source. 

So operators simply aren't going 
to shows because they can't afford to 
and because there’s nothing there 
for them to And 
from the lower and lower atten- 
dance at trade shows seems to indi- 


see. indications 


cate its more a case of Operators not 
being interested in what manufac- 
turers have to show them. 

You see, operators were hurt 
real bad by the video game bust; but, 
with the shakeout of marginal 
Operations and the shutdown of 
most the country, 
Operators are in a better financial 
position than they were 
months ago. 


arcades across 


twelve 


They are definitely in better 
shape than the manufacturers and 
distributors who haven't yet realized 
that it’s only the operators who have 
hit bottom. The game sellers still 
have a long way to go—down, that 
is. The sad thing is that the manu- 


facturers and distributors, wishing 
so hard for better times, are telling 
each other that they've hit bottom 
also and are now going to start their 
upward climb. 

The reason game sellers haven't 





They are definitely 
in better shape than 
the manufacturers 
and distributors who 
haven't yet realized 
that it’s only the 
operators who 
have hit bottom. 





yet hit bottom ts this: The operators, 
who have hit bottom, are so en- 
trenched that they feel they can 
survive—maybe not prosper, but at 
least survive—-with their current 
complement of equipment. Accord- 
ingly, operators have pared down 
their operations to the point where 
they can, in fact, survive indefinitely 


on these decreased earnings. But 
how long can distributors and 
manufacturers survive if they aren't 
selling equipment? 

Operators are looking at re- 
investing in this industry, but dis- 
tributors and manufactuers aren't 
exactly fitting into those plans. 
Operators are looking at a lot of 
different things right now—novelty 
pieces, merchandising equipment, 
coin-op telephones (Coin-op tele- 
phones are really a hot item right 
now). The few pinballs they will buy 
will be only to fill out their present 
inventories. Indications are opera- 
tors are more inclined to polish up 
their old pins and put those out on 
location than buy new pins. 

As one operator at the show put 
it: “This resurgence in pinballs is 
just not true. Sure, if you put a pinin 
place of a video, you'll do $50 to $60 
a week. But you try changing an old 
pinball for a new pinball, and you'll 
find there’s no collection change.” 

And, as for videos, operators are 
looking for conversions to upgrade 
their current games. But that’s all. 
The rest of the operators’ purchas- 
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ing dollar will be going into other 
coin-op avenues. 

That was never more clear than 
when one considers that the best 
attended seminar at this years 
AMOA Show was Todd Erickson’'s 
session on “How to re-market your 
seond- and third-ranked equipment 
for first-rank profits.” 

Presented in two different time 
slots, that seminar, by far, drew the 
most operators and operator inter- 
est. Here was a seminar showing 
operators how to bring out their old 
equipment—like Sea Wolf and 
Qix—and start making money with 
them again. 

If ever there was a popular semi- 
nar topic which spelled bad news for 
new game sellers, it was Erickson’s 
seminars. The overwhelmingly 
favorable operator response to the 
sessions underlined exactly what the 
operators were interested in. And it 
wasn’t what Bally or Atari had in 
their booths. 

Operators are out to make 
money again, by any means possible. 
And over and over again they said 
that meant not buying new videos. 
Today's games, they told Play Meter, 
die on location long before they pay 
off. So, to most, that means one 
thing—that they resurrect old 
games and, like the old days, get back 
into the moving business where 
they rotate their equipment from 
location to location. 

Erickson reminded his seminar 
attendees that many of the opera- 
tors’ old games haven't been out on 
location for some time. That means 
they're ripe for operators to rein- 
troduce them to the public. 

Old pinballs, he said, could be 
reintroduced to the marketplace if 
the operator were to give the games 
liberal free play percentages. He 
said operators should not try to 
adhere to tight replay percentages 
with their old games because such an 
effort would be a flop. Instead, 
operators should test what percent- 
ages work for them. He suggested 
operators start with about a 35 
percent free play percentage. 

If you're going to place your old 
games on location, Erickson told his 
listeners, “You must keep your 
games clean.” His implication here 
is that the old games must make up 
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in cleanness what they lack in 
pizzaz. “If you put out an old game 
that’s dirty,” he said, “don’t expect 
anything but low collections. 

One suggestion he made was 
that operators retouch their old 
games, perhaps by painting the 
cabinets. 

Other suggestions he made con- 
cerned changing player controls for 
games which operators know made 
the game less desirable to play. The 
example he used was Atari's Food 
Fight. He said the game had a Red 
Baron joystick which turned out to 
be a mistake. 

Another suggestion he made 
concerning Food Fight was also 
worth noting. He said that certain 
games just naturally do better in cer- 
tain types of locations, and opera- 
tors should keep this in mind when 
they re-market their old games. The 
example he used was that Food 
Fight did well in food places and 
around kids. 

When Erickson talked about old 
games, he didn't just talk about 
recent old games either. One of the 
games he spent quite a deal of time 
talking about was the old Midway 
game Sea Wolf. That game, he said, 
can still make money in today’s 
marketplace. 

Erickson also said operators 
should extend the playing time on 
the games for the players. “Today, 
with lower incomes,he said, 
“extended play won't drop reve- 
nues.’ His point was well-taken. He 
reminded operators that it was 
during the video boom era that play- 
ing time became a major problem 
for operators. Back then, with good 
players tying up hit games for exces- 
sive periods of time for one quarter, 
and with a line waiting to play, 
extended playing time meant lower 
collections. 

Nowadays, however, operators 
don’t have problems with players 
standing in line waiting to play their 
games; so Erickson’s thinking is 
simply that the operator can offer 
his players a bargain, thus encourag- 
ing play on the games. 

“I don't like games that have a 
lot of initial play under a minute,’ he 
said. He theorized that the tight 
playing time restrictions were pro- 
bably one of the biggest turn-offs 
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The Show Must Go On 


AMOA ’84 offers a glimmer of hope that there still might be 
some fun in the fun and games business. 


By Roger C. Sharpe 
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Somehow the dark wood panel 
walls of the old Conrad Hilton Hotel 
seem a more fitting setting for the 
AMOA than New Orleans or even 
the slick look of the Hyatt Regency 
in Chicago. I know it’s been a few 
years since the fall extravaganza left 
those friendly confines, and inter- 
estingly the show really hasnt 
been the same since. Admittedly, 
market conditions have taken a 
terrible toll on the industry, but I 
still hope for the future. 

Ten years ago when I attended 
my first AMOA, we were still look- 
ing at legislative restrictions on the 
operation of pinball machines in 
both New York City and Chicago. 
Video was still black and white blips 
rebounding on a screen, and flipper 
games were just coming into the 
public spotlight. 

It was a period of relative 
innocence and isolation from the 
real world, with conditions not 
having changed too dramatically for 
more than 25 years. But then came 
the outside interests who invaded 
the coin-op business on all levels, 
and the nature of the industry was 
forever altered. 


The way we were 

The atmosphere of peaceful co- 
existence and above-board competi- 
tion, were just beginning to come to 
a close when I stepped out onto the 
exhibit floor that late fall day in 
Chicago, in 1975. So much has hap- 
pened since. Yet, if you step back 
and look at things now, you'll see 
we re much closer to those old days. 

True, the players, by and large, 
have changed, and so has the power 


base of leading product developers. 

But the scramble to make ends 
meet and gear down without 
adversely affecting profit and loss 
margins is leading the industry back 
to more insular times. 

Still we should have learned a 
great deal more over the years, but 
our hit-or-miss approach to game 
development still predominates. As 
a result, distributors and operators 
have become increasingly wary of 
any piece of equipment to the point 
that some very fine product is 
ignored. 

Many are finding it difficult 
to re-adapt in this post-boom era. 
And that’s necessary if we're to 
keep coin-op alive and exciting 
for the player. This latest edition 
of the AMOA Show reaffirmed 
that the industry is still in des- 
perate search for answers to so 
many questions. From what was 
seen on the show floor, the next 
six to nine months should prove 
very interesting, if only to see who 
falls in the next, inevitable shake- 
out. Hopefully, we'll see if any well 
supported category of machines will 
emerge and stimulate player appeal 
over a sustained period of time. 

One fact will remain constant, 
however—there will always be a 
place (however large or small) for 
coin-operated amusement games. 
Their role as an alternative form of 
leisure time entertainment will 
depend on the successful application 
of available technology. But it will 
also hinge on attitude and acceptable 
standards for where these products 
will be found—arcades, family fun 
centers, and game rooms. 


Public attitude, in many ways 
controls the chance for future 
growth. And success won't come if 
Operations aren't upgraded. The 
days of putting new, expensive 
equipment into rundown, dilapi- 
dated, dirty surroundings are over. 

So, in broader terms, the way 
things used to be a decade ago Its 
gone, and even if many conditions 
may resemble some of the industry's 
past cycles, it’s a whole new game, 
with new rules and new ways to 
score. 


No substance 

As for this year’s show, there 
wasn't too much substance on the 
floor. In fact, compared to the old 
days when talk of stand-out hits and 
potential sleepers was a constant 
part of the proceedings, there was 
hardly a word. 

It was as if many were motivated 
by curiosity alone to see who would 
be exhibiting and who wouldn't and 
speculations as to the relative health 
of one manufacturer over another. 
The machines seemed to be only a 
background. They lacked overall 
strength or design direction that 
might have indicated how far we've 
come in the electronics era. Surely, 
graphics and other cosmetic effects 
were not lacking, but sophistication 
and diversity of game play action 
and theme were. 

The first thing I wanted to see 
were the hydraulic lift games. You 
know, those modified kiddie rides 
that some say will eventually pro- 
vide total environment simulations. 
To me, the few on display conjured 
up images of the wholesale move, a 
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few years back, by pinball manufac- 
turers to make all their flippers 
multilevel and multiple ball play. 
More recently, it reminded me of the 
plethora of laser disc video games 
the manufacturers introduced last 
year. Those games failed to utilize 
that technology during play, and so 
those games were doomed from the 
outset. 

In the same respect, these first 
simulations failed. They didn't offer 
the inherent challenge and basic, 
even rudimentary, controls to mas- 
ter, with enough pizzaz to make the 
entertainment value worth the price 
of admission. The models we saw on 
the floor are as good a place to start 
as anything else, but it remains a 
novelty attraction, like Atari's old 
giant sized pinball Hercules. 


Sports games 

By contrast, everyone had sports 
games on the floor. The surprising 
success of Birdie King obviously 
didn’t go unnoticed as Kitco intro- 
duced its interesting version and 
Nintendo added to its VS. System 
with a golf game. And Coin-It and 
Monroe came back with a more 
challenging and sophisticated Birdie 
King 3 in the hopes that the public 
hasn't gotten enough of teeing off. 

Elsewhere, there was the kung- 
fu action of Data East’s already 
strong performer, Karate Champ 
and Chinese Hero from Kitco. And 
Nintendo showed off a new, updated 
conversion of Super Punch Out!. 
Sente, meanwhile, offered a selec- 
tion of SAC I games which included 
a combo paddle ball/tennis/ping 
pong title called Off The Wall, a 
hockey contest called Hat Trick and 
Goalie Ghost which brought soccer 
down to its bare essentials. 

Over at the Nichibutsu booth, I 
sampled a novel translation of a 
roller derby-type game that offered 
some strong graphics and interest- 
ing play action. The sports theme, 
of course, was in evidence at Centuri 
and Konami with Hyper Sports, the 
follow-up to Track & Field, and the 
latter's display of Super Basketball. 

Initially, I was put off by this 
game because I had problems pass- 
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Wico managed to turn a fair share of heads with a new game called Af-Tor. 
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Atari could possibly take a giant leap ahead due to two outstanding games, 
Paper Boy and Marble Madness. 
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ing the ball to the player I wanted to, 
but this past week I’ve watched 
some folks in New York City tackle 
the game and their artistry has given 
me a different feeling about the 
potential for this machine. 


Pinballs 


The biggest surprise in the 
world of video were the many 
attempts at bringing pinball to the 
screen. There were a number of 
variations at the show—Nintendo 
and Taito to name just two—and the 
efforts weren't bad. It will be inter- 
esting to see, at a time when flipper 
games are making a comeback of 
sorts, whether the video game 
public can warm up to something 
that’s presented in their format. 

And speaking of pinball, I was 
personally gratified to see all the 
machines on display. A couple of 
surprises were thrown in to reinforce 
the belief that pinball is indeed alive 
and kicking. At the top of the list is 
Williams’ splashy, feature-packed 
and graphic/sound effects extrava- 
ganza. Space Shuttle was not only a 
sight to behold but also a joy to play. 
There's enough on this board to 
satisfy the staunchest wizard as well 
as entertain the novice. Nice job 
Barry! 

Dismayed by the prospects of a 
coin-op industry without some link 
to the Gottlieb name, I was happy to 
find a new name on the block— 
Premier Technology—and some old 
faces such as Gil, John, Adolph, and 
so many others. In the transition, 
we'll be seeing Touchdown and E/ 
Dorado before the group gets down 
to the business of keeping pinball 
alive. 

At Bally the pinball attention 
was focused on Spy Hunter, a nicely 
dressed up layout that should benefit 
from the sound effects and graphics 
of its video cousin. Although not on 
the floor, there were the rumors that 
the company was planning to release 
a slightly modified, yet graphically 
faithful, edition of the legendary 
Fireball. What the response is to 
this machine should goa long way in 
gauging just how much value some 
of the older classics have and 


whether they should, in fact, be 
dusted off and resurrected. 

Following the acceptance of 
Sharpshooter II into the Smithsonian, 
Game Plan was at full tilt with Attzla 
the Hun and a brand new model 
called Agent 777. The latest piece 
features some vintage pinball art- 
work/humor and a jammed packed 
playfield that incorportes a slot 
machine motif. 

And the flipper fun didn’t stop 
there. Stern, a company that had 
abandoned pinball when video 
proved to be too hot, decided that 
the time might be right to return to 
a coin-op staple by unveiling a 
machine called Laser Lord. 

If Stern’s return wasn't surprise 
enough, Wico managed to turn a 
fair share of heads with a totally new 
game called Af-tor. Having been a 
major force in the parts business for 
so long, it was a promising indica- 
tion of just how far pinball has come 
as the company showed Off its initial 
entry into the market. 

Rounding out the assemblage 
was Zaccaria s Haunted Castle, com- 
plete with some vintage backglass 
mechanics and a truly loaded play- 
field that integrated some double 
level action. 


Highlights 

As for the highlights of AMOA 
84, one of the major moves had to 
be Centuri’s “Direct Connection” 
program to sell a game called Mzkie 
directly to operators. Whatever one 
may think of this action, I couldn't 
help but think about what a differ- 
ence a year can mean in this busi- 
ness. From Time Pilot to Track & 
Field and now this. It makes you 
wonder about coin-op and what 
you Il see next. 

By the same token, with all the 
clouds of doom and gloom hovering 
over their heads, Atari managed to 
pull off a double play combination 
that might just put to rest whether 
they re on the verge of self-destruc- 
tion. From what I saw, this company 
is a long way from being out of the 
race, and could possibly take a giant 
leap ahead due to two outstanding 
video games. Paper Boy, | know, 
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received a great deal of play and 
attention (with good reason because 
the game is an intriguing mix of 
theme, controls, and graphics), but 
the model that got me excited was 
Marble Madness. 

It may have only been two little 
marbles rolling around a surrealistic 
landscape, but when I saw the atten- 
tion to detail, such as a little broom 
sweeping away the broken pieces of 
an ill-placed marble, the little 
mechanics of a draw bridge and 
slinkys turning into cups, I knew 
that here was a game which could 
have an impact in the marketplace. 

But Atari wasn't the only manu- 
facturer that managed to rise above 
the norm of current arcade game 
design. Rick Dyer and his Halcyon 
system are moving in a direction that 
will be a major part of coin-op enter- 
tainment in the coming years. 
Imaginatively presented, with a full 
library of both animated and live- 
action discs, this system offers an 
infinitely better application of laser 
disc technology in a world where 
static text adventure games have 
given rise to a whole new breed of 
game players. I give Dyer a great 
deal of credit for attempting to carve 
a niche in the coin-op market and 
will be curious to see how the rest of 
the industry responds. 

In terms of viewing the overall 
impact of the AMOA on the general 
health and direction of the industry, 
I see things remaining pretty much 
the same based upon the new pro- 
ducts. Even given the machines 
which caught my attention as a 
select breed apart, I see the major 
emphasis still being taken up with 
conversions, and game systems such 
as Nintendo's creation which will 
allow for future change-overs. 

One of the prime examples of 
just how far kits have come was at 
the Bally booth where its “six pack” 
lined the wall and tended to over- 


shadow yet another addition to the 
Pac-Man saga, called Pac-Land and 
an interesting model, Timber, 
where players have to chop down 





Gil Pollack, new general manager 
of Premier Technology. 


trees and get the lumber to the mill. 

At Williams, besides Aeroboto 
and the gun video Turkey Shoot, ina 
cockpit model and upright configu- 
ration, I had the opportunity to try 
out Steve Ritchie’s Devastator, 
which the famed designer had dis- 
cussed in a recent Play Meter cover 
story. The experience was an eye- 
opener in that it gave a glimpse of 
the potential which exists with the 
new, advanced hardware system 
that’s the heart of the game. 

Visually, the definition of the 
objects on screen was extremely 
impressive, but it was the dimen- 
sionality of the action and the speed 
at which everything moved that 
really had me appreciating the 
dynamics of an artform that can 
become an integral part of upcoming 
coin-op. 

Still, the exposition produced a 





mixed bag of coin-op standards and 
updates as well as a sampling of 
more creative efforts that might not 
have the immediate strength to be 
considered sure-fire hits. 

It is, perhaps, indicative of the 
general state of the industry that just 
having a booth and showing off pro- 
duct isn’t enough to allay some very 
real fears. There is, after all, an 
uncertainty attached to how many 
view current manufacturers. The 
majority of companies are cautiously 
eyed in an attempt to evaluate 
whether they'll be around in six 
months. And the suddeness by 
which things happen, such as the 
Mylstar demise and Premier resur- 
rection. And this only adds to the 
shakiness of the foundation upon 
which the industry operates. 

It was easy to notice the hesi- 
tancy and forced optimism of many 
industry members I talked to. 
Everyone would like to believe that 
things are on the upswing and that 
some of the product on display 
might well serve as a bridge for 
further advancement, but the words 
seemed hollow and tinged with a bit 
of remorse and resignation. 

I'd like to believe that 1985 will 
prove to be a year of positive growth 
for manufacturers, distributors, and 
operators, but I know that to achieve 
this end the need is to do more than 
what has been the standard oper- 
ating procedure in the past. It’s time 
for coin-op to become an active part 
of the 1980's and not rely on time- 
worn, temporary solutions. 

Some of the games I saw in Chi- 
cago gave me hope for better things 
ahead and that the legacy of the 
amusement game business isn't 
something that will simply fade 
from view. The basic product may 
well change in the future, but no 
matter how it’s defined, coin-op will 
always be a part of the leisure time 
scene. ® 
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In Appreciation of 


Sam Stern 


By Roger C. Sharpe 
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For more than a decade I've 
been involved with the coin-operated 
amusement game industry, and I’ve 
seen how, in a large part, my views 
have been shaped by the old-timers I 
initially came in contact with. 

I was fortunate to have entered 
onto the scene when so many true 
industry giants were still active. 
Their youthful enthusiasm about 
work and their reminiscings of the 
industry's early days brought the 
past alive for me. 

But I’m afraid we're losing that 
link with our coin-op past. It doesn't 
matter that the technology and 
times have changed, creating this 
impersonal, big business mentality. 

What is important is that we not 
forget the heart and soul that built 
this industry. Men like Ray Moloney, 
David Gottlieb, and Harry Williams 
left us a rich legacy on which to base 
our future. And now another indus- 
try pioneer has passed on. Oh, the 
void he leaves behind! 

Sam Stern lived for the coin- 
machine industry. All who came in 
contact with the man have special 
memories of him. For me, it came on 
my first venture through the Chicago 
factories—Bally, Gottlieb, Chicago 
Coin, and Williams. 

On North California Avenue, | 
discovered a team of individuals 
who brought the pinball past alive 
for me and showed me where things 
were headed. There was the design 
team of Steve Kordek, Norm Clark, 
and Gordon Horlick, and the pinball 
playing wizardry/story telling won- 
ders of Bill DeSelm. At the apex of 
all this activity were Sam Stern and 
his son Gary. 


It was my first visit to an arcade 
game factory and, for a journalist 
hoping to capture the history of the 
business in a book, the reception and 
warmth given me reinforced my 
commitment to do all that I could for 
this magical entertainment form. 
Among my many interviews, ten 
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It was a measure 
of Sam Stern’s 
intensity and 

dedication 
to the art 
that somehow 


rubbed off 


On everyone. 


$900990000000000 


years ago, was this one with Sam 
Stern. I believe it can probably do 
more to give you a sense of the man 
than any writer's reminiscences. 
Sam Stern began in the clothing 
business in Philadelphia. It was 
1931 when he received a tip from 
one of the city’s detectives who used 
to come in to buy his clothes. 
“This detective,’ Sam_ began, 
“came in one day and told me about a 
bar right across from City Hall that 
had a pinball machine in it. ‘They're 
making a fortune, he told me, and 
that I was crazy working in the 
clothing business for a small salary 


when I could be better off in the 
pinball machine business. He even 
told me that he and the other detec- 
tives would help me get locations if I 
needed them. 

“So, I bought five pinball 
machines, put them out and quit my 
job. They were supposed to be such 
good money makers that I couldn't 
even sleep that first night. The next 
morning | got up bright and early 
and ran to the machines. But they 
didn’t have very much money in 
them. So I called up one of the detec- 
tives and told him that the machines | 
werent making money and that I 
had quit my job. Well, his answer 
was that I must have hada poor loca- 
tion and I started to look for better 
ones and began to move around. 

“From that point I just stayed in 
the business, found better locations 
and bought new machines. In 1932, 
after the repeal, I also bought some 
jukeboxes and wound up putting 
them out along with my pinball 
machines. I was really jobbing 
pinball machines at the time. What I 
would do would be to buy used 
machines and have somebody fix 
them up. Then I would sell them to a 
store in Philadelphia. 

“By 1938 I had gotten together 
with a cousin of mine who was with 
the Sun Ray Drug Company, and the 
two of us bought a company called 
Keystone Music which operated 
about 300 or 400 jukeboxes. I was 
partners with him in 1939 for the 
distributorship of the jukeboxes; 
and, in 1940, right before the war, | 
bought a cigarette vending machine 
company. 

“This company was in financial 
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trouble and was operating about 250 
cigarette machines, which we built 
up to the point where we had about 
700 jukeboxes and about 1,500 
cigarette vending machines. Then, 
in 1946, I bought a major interest in 
Williams from Harry Williams and 
merged it with Sun Ray Drug. 

“By 1960 we decided to split 
from Sun Ray Drug and were back 
on our own until about 1964 when 
we merged with Seeburg and also 
bought United, moving into the 
3401 California Avenue building 
where United used to be.” 

Many who knew Sam and 
worked with him, acknowledged 
that he was a frustrated game 
designer who always had a sixth 
sense while being in the midst of 
many flipper game innovations. 
Sam was a player and appreciated 
those efforts that managed to 
capture just a little bit extra on the 
games. 

Under his encouragement and 
critical eye for playfield design, the 
company introduced the original 
drop target to the world of pinball. 
There was also the swinging target 
which appeared on a number of 
memorable Williams’ games, as well 
as the first model to feature a long 
flipper. 

But there was more to Sam Stern 
than just his inventive mind; he was 
also a kind and compassionate man 
who always seemed to have a nice 
word to say about everyone. | 
remember asking him about the 
great personalities of the industry 
and what he thought about them. 
This is how he responded. 

“Well, Dave Gottlieb, of course, 
comes to mind. He was one of the 
pioneers and one of the smartest 
men in the business. He was very 
charitable and was highly thought of 
because of his charities. Plus he 
always had a funny story to tell. But 
the most important thing was that 
he really knew the pinball machine 
business backwards and forwards. 

“Then there’s Bill O'Donnell of 
Bally who is one of the nicest people 
youll ever want to meet. He’s a 
great salesman, and he knows the 
business more from the gaming 


machine end, in my opinion, than 
anyone else. But he also knows the 
flipper amusement business as well. 
I think he’s more knowledgeable in 
all facets of the business. Most of us 
only know one part of it. He knows 
both.” 

Sam went on, “I’m glad to see so 
many young people coming into the 
business. O'Donnell has his sons in 
it and theyre young men with 
college educations. Gottlieb has 
young men. They have Judd Wein- 
berg, who came out of another 
industry, and I’m sure he likes the 
business. And, of course, Alvin. 
Even my son Gary ts in it. He went 
to college, majored in accounting, 
worked for one of the major account- 
ing firms during the summer and 
worked for us during the summer, 
then went to Northwestern Law 
School. He graduated, practiced law 
for two years, and likes this better.” 

There was noticeable pride as 
Sam spoke an undeniable love for an 
industry that he had done so much 
for. It was a love affair that endured 
and even when Sam tried to leave he 
couldn't. It was only a brief 
separation, between his leaving 
Williams and suddenly reappearing 
to resurrect Chicago Coin’s fortunes 
under the banner of Stern Elec- 
tronics, with his son Gary at his side. 

For me, one vision will always 
remain. It's a picture of Sam stand- 
ing over a rough whitewood of a 
game that would eventually turn out 
to be Stzngray (one of the company’s 
earliest hits). He was tinkering with 
ideas as I played one ball after 
another. Something was missing, 
and I could almost hear his mind 
turning over years and years of 
experience until the pieces all fell 
into place. And, by the time we 
returned from lunch, there stood the 
modified and reworked playfield. 

It was a measure of Sam Stern's 
intensity and dedication to the art 
that somehow rubbed off on every- 
one around him. Although now he’s 
gone, I bet if you close your eyes you 
can still see that smiling face and 
feel thankful that a man such as Sam 
Stern chose to grace this industry 
and leave his indelible mark. e 
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i. 1-800-225-2734" 
® 


Now one low 
price for any size 
tokens up to 1”. 


per thousand in quantities 
of 10,000 or more. 


Roger Williams Mint, who for 
over 5 decades has set the 
quality standard in precision 
minting, now offers the low 
price quality standard that can't 
be beat. No middle-man ... you 
buy direct. We are the largest 
manufacturer of tokens in the 
country. 


Stock Tokens—Same Day 
Shipment 

Custom Tokens—3-4 
Weeks, Even Less 

Design Service—AT NO COST 


CALL 
TOLL-FREE 


for information or 
n to place an order. 


y aN oe 
Mint” 


Northwest Industrial Park 
79 Walton Street, Attleboro, MA 02703 
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The world of 
machines awaits 
you. 6th Interna- 
tional Amusement 
and Vending 
Machine Trade 
Fair 


Exhibition Center, 
Frankfurt am Main 


17.-19. 
Jan.’85 


Times change 
fast. Nowhere 
more than in the 
amusement and 
vending machine 
business. If you 
want to keep pace 
with the world of 
machines, come 
to Frankfurt. 


melmielacat-laiiaice)aaat-tile)ap 
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HECKMANN GMBH Messen + Ausstellungen 


Kapellenstr. 47 

oO sIT-3-) of-1ol-14) 
Telephone: 0 6121/52 4071 
Telex: 4186 518 








Digital to Sell 
Lode Runner, 
Not Futures 


Wile other factories are 
reducing their financial commit- 
ments, one company appears to be 
running counter to this trend. 

“We're expanding our involve- 
ment in the industry,’ said a spokes- 
man for Digital Controls, an Atlanta- 
based manufacturing concern. 

In a move the company calls “a 
broadening commitment to the coin 
game industry,’ Digital Controls 
has begun manufacturing dedicated 
upright video games. Previously, the 
company had been marketing all its 
games in countertop cabinets, but its 
introduction of Lode Runner at the 
AMOA Show in Chicago marked a 
change for that company. 

Digital Controls prides itself on 
having identified the countertop 
game market. Its introduction of the 
countertop card game, Little Casino, 
in 1981 opened the way for a new 
product line just when the upright 
video game market was diminishing. 

The company has been con- 
tinuously producing that one game, 
Little Casino, and claims there are 
now about 20,000 on location. Addi- 
tionally, the company has _intro- 
duced other countertop games, like 
Tactician, which are designed for 
locations hesitant about having a 
card-themed game on the premises. 

Marty Glazman, vice president 
of marketing for the company, asked 
that this new venture by his com- 
pany be considered in the vein with 
the company’s past history in 
another market. 

Said he, “Digital Controls 
created a new market when it intro- 
duced amusement countertop games, 
a market that provided solid returns 
for operators who were struggling 


in a soft upright market. Now the 
marketplace is ready for our inno- 
vative upright games.” 

He went on to say, We're going 
to produce a broad range of new 
games. We're adopting an aggres- 
sive stance that will include seeking 
out the best game concepts we can 
find, and developing new and per- 
vading marketing strategies. We're 
backed by an in-house development 
staff whose knowledge of computer 
and video technologies is unsur- 
passed, and they will continue to 
provide us with technological inno- 
vation. 

As for the company’s first 
upright offering, Lode Runner, 
Glazman said the game has been 
riding high on the Japanese equip- 
ment polls since August. The game 
was licensed from Irem, and re- 
portedly there are Irem-designed 
conversions for the game that will 
be released at a later date. 

But Glazman insisted that is not 
the company’s marketing strategy. 
“We're not selling futures,” he told 
Play Meter. “Sure, there are two or 
three games from Irem that happen 
to be on the same board system as 
Lode Runner, but we're not asking 
the operator to buy our game based 
on what's to follow. We're asking 
operators to judge us on the game 
itself.” 

Glazman went on to say, We're 
looking to introduce games which 
have few peaks and valleys. What 
we want to offer are games that are 
consistent, steady-earners. And 
that’s what kind of game Lode 
Runner is. It’s a straight-line earner, 
and that means it’s got good ROI 
potential for the operator.” e 
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DO YOU WANT A WINNER? 


Here it is! 








Save your old Donkey Kong 
and Donkey Kong Jr. 


We will make them 
earn for you today! 












PROOF 
Atlas Music Company of 
Providence tested two games of 
8-Ball Action. 

They now have 25 on 
location. 

Louie, the buyer at Atlas 
made the following comment: 
Doing great! Game play 
realistic. Will even play 
against regular pool tables. 

Has possibility of longevity 
compared to most videos. 


Can’t believe the price! 


















“8-BALL ACTION" 









It’s priced right to give you phenomenal return on 
investment. 
It’s a simple conversion that enables you to convert 
quickly and easily those old 
Donkey Kong and 
Donkey Kong Jr. games 


No Wiring or soldering 


Don't miss out— 
Remember Birdie King 


Most operators waited and waited and waited and 
missed a lot of action with their indecision. 

This “8-Ball Action” game appeals to the same type 
of player. It’s an aggressive, competitive, exciting 
sporting game. The ONLY difference: 


Birdie King 
8-Ball Action 


$2300 
under $400 


If you don’t believe this game will take the same 
action as Birdie King, ask your distributor to prove it to 
you. 


AVAILABLE FOR IMMEDIATE 
DELIVERY FROM ALL GOOD 


DISTRIBUTORS 





MANUFACTURER: 
Magic Electronics 
1391 Park Avenue 
Cranston, RI 02920 
(401) 946-2010 


Donkey Kong—A trademark of Nintendo 


COINMAN INTERVIEW 


Mike Macke at 28 is running a successful 
company, Digital Controls. As a youngster, he 
worked a myriad of jobs including driving a garbage 
truck. He left home and entered college at 16 and 
found he was interested in computers. He was the top 
student in one of his computer courses at Georgia 
College and says he just couldn't get enough of it. 
Though not making much money, he soon learned to 
be a good salesman and a fair programmer. 

He landed a job at Sperry Univac and they paid 
for his additional schooling. Said Mike, “They threw 
me in the alligator pit and I worked my ass off night 
and day, programming computers and getting very 


good.” 
When he left Sperry Univac, he went into 


business for himself, programming and managing 
main frame computers in Atlanta. He met Mike 
Pace, who was repairing computers. They got together 
and formed Digital Controls. Pace had been tinkering 
around with the concept of Little Casino, and it 
became the focus of their new company. They are still 
together and the success is history. 


Since you weren’t in the coin-op business before 
dealing with a distributor network, how did you 
market your game? 

I guess you would have called us biz-ops. We 
sold them to a guy who would peddle them at a huge 
markup. But it didn’t work out because I didn’t want to 


MIKE M AC KE do business like that. 


How did you enter the legitimate mainstream of 
marketing through distributors? 

Some started coming to us. We may not have 
had the top 40 distributors, but we've worked hard 
setting up a legitimate network. I think Litt/e Casino 
saved a lot of operators. 





Some operators at the AMOA Show said the gray area 
poker games are losing popularity. Do you agree? 
The earnings may be coming down because of 
saturation, just like any other game. There are only so 
many you can put out. It’s a cutthroat business. Of 
course, we're not in the arena of gray area, but we're 
still doing well. Where they sell we don’t sell, and 
By Ralph C. Lally II where we sell they don't sell. When gray area games 
shut down, we pick up sales in that area. 
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@ My objective is to keep the company big enough 


to be profitable, but small enough to avoid 


bureaucratic bull.®@ 


What was your next move after the success of Little 
Casino? 

We came out with Countercade. We brought 
distributors to our factory, and they realized they 
didn’t have to spend a lot of money for something that 
would make money. Fax outearned Little Casino in 
many cases. | started going to Japan to look at games. 
The Japanese will control the future of this industry in 
America. All the good games are Japanese. 


Didn’t you license Lode Runner from a Japanese 
company? 

Yes, but the original game was designed for the 
home market in America. But then Irem in Japan 
redesigned the board and we licensed it from them. It 
has been a winner in Japan, with steady earnings. It’s a 
thinking man’s game, a strategy game—a casual 
man’s game. 


That's a switch, taking a home game and then coming 
out with the coin-op version. Why did you think it 
would work? 

I think those in the coin-op business should 
realize that with a home game you have recognition, 
and you can take advantage of that. Many of the best 
designers are working in the home industry; so we 
may have to look in that direction. 


What is so different about Lode Runner compared to 
other video games? 

You have a defined market of players who want 
a challenge, and Lode Runner offers that challenge. 
There is stategy involved. With different screens, you 
can play different ways. We have no plans to make the 
game in kit form. The cabinet is not built to accept 
generic conversions. However, Lode Runner is the 
first game in a series from Irem. The next game is 
Battle Road. It will be interchangeable in the Lode 
Runner cabinet. I think it will also be a hit in cocktail 
form. People are dying for a good cocktail game. We 
are testing Lode Runner in countertop form also. We 
can't overlook the adult bar locations. 


Do you see a future for laser disc games? 

We have spent a lot of money in laser 
technology, and | think there is a future for it. When | 
was in Japan, I saw about 12 of them. It is so 
expensive it will take -a decrease in cost of the player 
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for it to be profitable to operators. Animation costs 
about $900 a second. You can’t ever recoup your 
investment in this market. Laser technology is tainted 
in this industry. Everyone thought the laser disc would 
be the savior of the industry. The opposite was really 
true, the industry was the savior of the laser disc 
business. Interactive laser disc for point of sale and 
training purposes will be one of the giant industries of 
our future. 


What will it take to get the cost of lasers down? 
An expanded base. I believe the real market is in 
kits. Data East is an example with Cobra Command. 
When we saw the rush into incorporating laser 
technology into video games, we chose to put it into 
other things. One of these is a video disc trainer that 
we furnish to computer stores enabling them to 
schedule students for education. Computer hardware 
and software has become a cutthroat business; so they 
must to start providing extra services like this trainer. 


You're a fairly small manufacturer. How have you 
been so successful? 

We don’t have the huge overhead that large 
manufacturers have. The days of the 20,000 and 
30,000 piece production runs are over. A small 
manufacturer can be successful with 500 or 1,000 piece 
runs, and can make a killing on the 5,000 piece run. 
The big guys created their own demise; they just got so 
big. 


Have you ever considered selling direct to operators, 
bypassing the distributor? 

No, because I don’t think that is the way to go. 
Sometimes I say the distributors haven't really pushed 
our product, but I think it is because they don't 
understand countertop product. They know how to 
deal with poker but are not sure of the amusement 
only. We have some good amusement countertops. 
What sells has a lot to do with product. Confidence in 
the company is what makes the distributor want to do 
something for you. 


Why did you decide to manufacture a dedicated 
upright? 

We have to be full line, handling uprights, 
countertops, and cocktails. If we find a game that is 


(continued on next page) 
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The optimistic people in the industry who want to put together good, 


fair deals, who keep coming out with new games at fair prices 
will be successful. 





good for a kit, we'll get it. The optimistic people in the 
industry who want to put together good, fair deals, 
who keep coming out with new games at fair prices 
will be successful. 


It’s interesting that you mention a good fair price 
because price resistance is one reason manufacturers 
aren't selling too many games. Then there is the 
tendency to reduce the prices in order to stimulate 
more buying. Do you have any thoughts on that? 

Lowering the price of a game is a close out tactic. 
It doesn't matter how you disguise it, the 
manufacturer will lower the price until it doesn’t do 
any good anymore. You take a good game, like Birdie 
King, and that price never changes from the first 
piece to the 5,000th piece. 


So you feel that if the game is worth its salt, it can 
command a fair price. 

If you can control your production and not 
overbuild, you can control your price. That way you 
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DDECAUSE YOUR ADS 
ARE LOSTINA 


F AT MAGAZINE?? 


CONSIDER THE ADVANTAGE 
OF THE NEW SLIM, TRIM 


PLAY MEE 


not only maintain stability in your own organization, 
you're forcing stability in other segments of the 
industry. This overbuild stuff can’t and won't happen 
anymore. Closing out a game hurts everybody, 
especially the distributor. Bally has done well with Spy 
Hunter. They haven't overbuilt and have managed to 
keep the base going and kept the price stable. If you 
control your output, you can keep your price up and 
provide stability. 


What is your opinion of the current state of the 
industry? 

It is turning around. Most of the shakeout has 
occured. We have had a declining industry for almost 
two years. Most of the distributors have settled on the 
bad paper they may have had. A lot have started to 
restructure their own finances. We have been kidding 
ourselves too long. The distributors who are saying 
bah hum bug and the industry isn’t worth anything 
aren't going to be there long. It’s all a matter of 
attitude and perception. It’s like the old school of 
thought—what you think will happen, will. I think 
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Lowering the price of a game is a close out tactic. It doesn’t matter how you 


disguise it, the manufacturer will lower the price until it doesn’t 
do any good anymore. 





the large manufacturers will scale down. The 
distributors will become more stable and steady. The 
coin-op business has been here too long for it to end. 
Operators will buy when they know they will get a fair 
return on their investment. 

I also think there is room for operators to grow. 
There are a lot of routes in dilapidated shape that 
could be bought by operators who would improve 
them. The business will improve when neglected 
routes are not neglected. 


Some have believed it’s back to basics, not believing the 
video game to be viable but only a fad. How about the 
video game itself? 

Video will always be viable. But you can't 
neglect any equipment you have. There is room for 
good, cheap games like our Tactician. It is 
inexpensive, it won't make $200 a week, but it will be a 
steady earner enabling operators to see a fair return 
on their investment. 


Are you a member of AGMA? 


We were but we aren't now. We are going to 
exhibit at the AOE definitely, and possibly the ASI. It 
is too expensive for any manufacturer to exhibit at 
two shows. Two shows isn’t good. I don’t agree with 
the politics at AGMA. They split the spring show. I 
knew they would split the shows, AOE didn’t split the 
shows, it was their show. It was outright deliberate 
murder. They've got people in that organization that 
don't know why they're in it and don’t know what it’s 
going to do for them. 


What are your goals for the future? Where do you 
want to be ten years from now? 

I want to be in the coin-op industry. I'd like for 
Digital Controls to grow and prosper and be 
considered a leader in the industry. There is time in 
any industry for new blood and it happens every few 
years. We have put together a lot of new blood who 
don't necessarily agree with the big boy’s game. My 
objective is to keep the company big enough to be 
profitable, but small enough to avoid bureaucratic 
bull. 


THE REDEEMER’ 


TICKET DISPENSERS 





AWARDS ¢e INCENTIVES ¢ PROMOTIONS 





Dispense tickets, coupons, and instant winners 
to build location traffic and revenues. Now, you 
can promote Games, Vending Machines, Coin 
Changers, or any other equipment. 
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INSTANT WINNERS 
CATALOGS 


LOIn-A-FICKET] 
2763 E. Fourth Ave. 


Columbus, Ohio 43219 
614-252-8878 


We provide everything you need to increase 
your PROFITS to become the real Winner! 
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Your Parents’ 
Home— Your 


Tax Shelter 


The tax law favors real estate as 
a legitimate tax shelter. The 
problem is that many real estate 
promotions don’t make economic 
sense. As a result, the hoped for tax 
benefits are lost along with your 
investment. 

My constant warning to clients 
continues to be this: If you don't 
know the promoter and he cant 
prove a good track record (and you 
better check him out)...pass the deal. 

Is there another way to get into a 
real estate deal? Yes, you become the 
promoter. The most common way 
for a business owner to do this ts to 
buy the real estate needed by his 
business and rent it to his corpora- 
tion. There’s another way, if your 
retired parents own a home. 

Let's take a look at a typical 
example made possible by a 
provision in the Internal Revenue 
Code. [Tell your professional to see 
Section 280A(d)(3).] In a nutshell: 
You buy your parents’ home for its 
fair market value on an installment 
basis and lease it back to them at a 
fair rental. The assumption is that 
you are in a higher tax bracket than 
your folks. 

Tax Break # 1 goes to your folks: 
The profit (up to $125,000 when the 
seller is 55 years or older) they 


realize on the sale of their home is 
tax free. 

Tax Break # 2 goes to you: Your 
lease gives you the cash flow to 
amortize the installment note due to 
your folks. The interest is deductible 
in your high bracket, while the folks 
report it as income in their lower 
bracket. In addition, the deprecia- 
tion gives you a no-lose tax shelter. 
Like any other landlord, you also can 
deduct real estate taxes and mainte- 
nance. 

When all the smoke clears, the 
folks wind up with a larger cash flow 
and you wind up with a smaller tax 
bill . Run the numbers on your own 
situation. 


Making 
Savings Bonds 
Tax Exempt 


Most people inadvertently 
reduce the down-the-road value of 
U.S. Savings Bonds for their 
children. Your child, like many 
others, may have received such bond 
gifts. When these bonds are cashed 
in, your child must report the entire 
difference between the bond's 
purchasing price and its then value 
as Ordinary income. 

You make two tax mistakes by 
allowing your child to take this 
normal route. First, all the income is 
bunched into one year; and, second, 
the child will be older and probably 
have other income, thus pushing the 


bond income into higher brackets. Is 
there an alternative? Yes! 

Let’s analyze this alternative. 
Series E Bonds are issued at a 
discount and increase in value each 
year until cashed in. The tax law 
allows you to elect and report that. 
increase as it occurs as income each 
year. It's easy to do. Just have your 
child file a tax return. If the child has 
$1,000 or less of non-earned income, 
no tax will be due. In addition, the 
child can work and earn up to 
another $2,300 without paying 
penny-one in taxes. 

Even if your child has enough 
income so some tax must be paid, 
annual reporting still saves money. 
Why? The income will be spread 
over the child’s low tax-bracket (or 
as is often the case, zero-tax bracket) 
years. 

This method is a great way to 
create a tax-paid fund for the child's 
college education. 


Business 
Bash not 
Deductible 


Imagine this: You invite 200 
guests to a cocktail party. The guests 
are primarily business related 
people and their wives. These guests 
are a source of business referrals, in 
fact, you speak to some of them 
about referrals at the party and got 
referrals as a result of the party. The 
bash costs you $3,800. But it’s not 








The most complete Directory 
of the coin-op amusement industry 
is coming in the March 15 issue of Play Meter. 
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deductible. 

Is such a fact pattern and tragic 
tax result possible? Yes, it is. 
Furthermore, it is a tax trap that 
many business people fall into when 
trying to legitimately entertain a 
large group of business associates. 
This time Dr. John Gardner, a 
dentist, fell into the trap. His guests 
included physicians and dentists. 
(John E. Gardner, TC Memo 1983- 
171) 

The real question is: How do you 
avoid the trap? In order to be 
deductible, an entertainment ex- 
pense must be “directly related” to 
the active conduct of your trade or 
business. For our purposes, this 
means you must engage in business 
(talking is just fine) to get the 
deduction. The court held that 
cocktail parties—like football games 
or a disco bar—are not conducive to 
talking business. Under the general 
rule, such expenditures, standing 
alone, are not deductible. 

Fortunately, there is an excep- 
tion. It is called the “associated 
entertainment rule.” Here it is: The 
associated entertainment (the 
cocktail party, etc.) is deductible if it 
directly precedes or follows a 
substantial and bona fide business 
discussion. If the good doctor had 
hosted a professional meeting (bona 
fide and substantial) before the 
party with the business associates, 
the expenses of that meeting and 
the following party clearly would 
have been deductible. 

One final point: When business 
associates qualify (for entertainment 
deduction purposes) because of the 
business meeting, their wives also 
qualify for the associated expenses. 
Since other wives are not involved, 
expenses for your wife become 
deductible. e 


Irving L. Blackman and James L. 
Harfield are partners in Blackman, 
Kallick & Company, Ltd. Certified 
Public Accountants, offices in Chicago 
(180 North LaSalle Street, Chicago, 
IL 60601), Miami, and Houston. Irv’s 
firm has established a HOTLINE to 
answer the tax and accounting ques- 
tions of Play Meter readers. Call Jim 
or Jerry Sauve’ at 312/782-3424. 
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P.O. Box 907 
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Telephone: 703/373-2853 

In Canada: 
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Telephone: 604/525-5656 
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This announcement is neither an offer to sell nor a solicitation of an offer to 
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1,500,000 Shares 


Game Operator's Corp. 
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Common Stock 


Price $3 Per Share 
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where the undersigned may legally offer these securities in compliance with the 
securities laws thereof. 


Metro Securities Inc. 
705 North Broadway 
Wichita, KS 67214 
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Swapping Cuts 


Operators’ Overhead 





Ia an effort to cut costs, some 
Operators are buying used equip- 
ment at auctions, installing conver- 
sion kits instead of buying new dedi- 
cated games, and others are avoiding 
videos and depending on industry 
staples to revive their routes. 

Three operators in Illinois have 
established a cooperative system 
which not only brings “new” equip- 
ment into their locations, but also 
cuts their purchasing expenses. 

Dallas Utech of Mt. Morris and 
John Hovey of Winnebago operate 
arcades approximately 30 miles 
from each other and have been 
Swapping games for more than a 
year. Recently, another operator, 
Lee Libby of Mt. Carol (about 30 
miles from Utech’s location), began 
exchanging his games with Hovey 
and Utech. 

The agreement allows the three 
Operators to borrow each other's 
games for an unspecified amount of 
time without having to purchase the 
equipment. The original buyer 
retains ownership of his machines. 
Occasionally, Utech said, the opera- 
tors trade ownership of certain 
machines. 

The system works, Utech said, 
because the arcades aren't in direct 
competition with each other, but, 
more importantly, because of the 


trust the three men share. 

“We all three have an agree- 
ment, and it really works out,’ 
Utech said. “We don't care that 
much about the cost value of the 
machine or how new they are. For 
instance, we might swap a Dragon’s 
Lair for an Asteroids or a Joust. It's 
the income you can have from the 
machine, not the sale value that’s 
important,” he added. “If you havea 
Dragon’s Lair that earning $10 a 
week, you might want to swap it for 
something like Joust which has 
never been in your area and might 
earn $100 per week. Right now, I’m 
swapping Time Pilot for John’s 
Jungle King. Although Time Pilot is 
worth more than Jungle King, | 
don’t care—I care about what the 
income from the game will be for 
me.” 

Swapping games with Hovey 
and Libby, Utech noted, has cut his 
overhead in half and supplied him 
with different games at the Mt. 
Morris arcade at the same time. 


Swapping agreements 

Utech said that there is no speci- 
fic time limit on returning swapped 
games. Another agreement among 
the men has to do with service. If a 
machine breaks down, it is the actual 
owner's responsibility to fix it. If a 


machine is damaged externally 
(broken glass, joystick, etc.), the 
operator who is using the machine 
at the time is responsible for its 
repair. 

Hovey and Utech discuss games 
before making any purchases. 
“Between the two of us, we decide if 
the game is good and if one of us is 
going to get it,” Utech said. “But 
each person buys his own games— 
we don't split prices,’ he added. 

“Some older games like Donkey 
Kong are doing just as well for us 
here as the new $2,000 games,” 
Utech continued. While the opera- 
tors exchange videos as well as pin- 
balls, Utech said he hasn’t swapped 
his foosball tables because ‘foosball 
is the hottest thing here.” He also 
added that “Mr. Do/ hasn't left my 
building for a year.” 

While operators in large cities 
probably wouldn’t benefit from 
game swapping, Utech said he 
thinks a lot of operators could cut 
their overhead by using the coopera- 
tive system. ‘The only problem I can 
see for other operators is that they 
might not trust the guy. What we 
have is trust between us. Sometimes 
Ill move the machines, and John 
will come back and do something for 
me—like fixing a machine. If he 
needs something, we help him out.’’® 


The system works because the arcades aren’t in direct competition 


with each other, but, more importantly, 
because of the trust the three men have. 
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SELLING A ROUTE 


By Harold I. Gould and Laurence D. Merritt 





In previous articles we analyzed 
various concerns when buying a 
route. Generally, a buyer of a route 
must be concerned that he is buying 
a business that will produce a good 
income and which is free of credi- 
tors claims. 

A seller also has concerns; so 
this time we'll investigate those 
interests. 

Of course, he wants to be sure 
that he’ll be paid the full purchase 
price and that he'll be held harmless 
from any claims that may be brought 
by the creditors of his business. Once 
again, his attorney and accountant, 
working as a team, can protect his 
interests. Here is an outline of the 
matters an operator should consider 
when selling a route. 


Make sure payment will be 
made: Frequently your buyer will be 
unable or unwilling to purchase the 
route solely with cash. Bank financ- 
ing of the purchase is normally not 
practical. Consequently, you will 
normally take his promissory note 
for the balance of the purchase price 
after his cash deposit and his 
assuming any existing loans and 
obligations your route may have. To 
insure he'll pay on the installments 
provided by his route, consider the 
following: 

1. Thoroughly investigate the 
financial history of your buyer. 
Obtain a balance sheet from him 
which contains his social security 
number, driver's license, residence 
address, and credit reference. 


A credit report from any credit 
reporting agency is inexpensive and 
usually quite helpful. Talk personally 


with his credit references. Don't 
assume. If the credit is large, a more 
expensive credit investigation is 
warranted. If you discover that the 
buyer has a poor credit record, such 
as having numerous judgments 
recorded against him or that he 
recently filed a bankruptcy, you 
should be ultra careful. You'd pro- 
bably be wise to find another buyer, 
even at a lower price, or you might 
want additional security and co- 
signers from him. 

2. Adequately secure the obli- 
gation. It’s a good idea to obtain a 
lien on real property to secure the 
buyers note. Frequently, you can 
obtain a trust deed or mortgage lien 
against the buyer’s house. During 
escrow you should obtain a prelimi- 
nary title report on his property to 
insure that there’s sufficient equity 
in it tO protect your position. 

You can also obtain a recorded 
policy of title insurance. You should 
also take a lien against all of the 
equipment that you're selling to the 
buyer. It's most important your 
lawyer review all these documents; 
so you know for certain the obli- 
gation is properly secured. 

3. Use an escrow. The purpose 
of an escrow is to insure your 
interest has been properly secured 
and the full cash payment is paid to 
you before your assets have been 
delivered to the buyer. The escrow 
will also pay the creditors that are to 
be added to the purchase price. 
Otherwise, the purchaser might 
simply neglect to pay those creditors 
and those creditors may sue you for 
debtor's obligations even though 
you sold your route. The escrow will 


also make certain your security liens 
are recorded properly before the sale 
is completed. 

4. Consult with your accoun- 
tant. He can advise you on how to 
structure the deal to cut your tax 
bite. Your gain from the sale of the 
business will probably be taxed as a 
capital gain. However, your accoun- 
tant can probably show you a 
number of ways to structure the sale 
so you can legally pay the least 
amount of tax over the longest 
period of time possible. 

5. Consult with your attorney. 
Your attorney can insure that the 
agreement memorializing the sale is 
drafted properly to provide you with 
the most protection possible. Is the 
agreement valid and enforceable 
under the laws of your state? 


Does it insure that you will have 
the right to approve the credit his- 
tory of your buyer? Does it ade- 
quately secure the purchase price? 


Does it guarantee that you will 
not be liable to any of the creditors 
of the route after it has been sold? 
Does it contain an arbitration clause 
so that any disputes between you 
and the purchaser can be resolved 
quickly and economically? 

It is generally a good idea to con- 
sult with your attorney before you 
begin to negotiate with the sale of 
your route. He may be in a better 
position to handle those negotia- 
tions on your behalf. The attorney 
can draft the offer and acceptance 
documents prior to your finding 
your buyer so that the agreements 
are written in advance in a manner 
to give you the most protection. ®@ 
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Keep your Karate Champ’ 





cranking 


Karate Champ is one of the few 
games doing well. Collections have 
been strong though there have been 
minor service problems. Making a 
few modifications may save you 
headaches later. 

Credits sometimes don’t regis- 
ter. This can be very annoying for an 
operator, especialy if the game is 
out-of-order, because one or two 
players lost their quarter(s). This 
problem, according to Data East, can 
occur on all Karate Champs and may 
be due to more than low voltage. 

A simple solution is adding two 
small 10 microfarad electrolytic 
capacitors to the IC chip (a 74LS04) 
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“KARATE CHAMP” 
MODIFICATIONS 
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at location 8H on the top PC board. 
Figure | shows the two inputs that 
are involved. 

Take the positive end of one cap 
and solder it to Pin 3 on IC 74LS04 
and solder the negative end of this 
cap to Pin 7, which is the nearest 
convenient ground. Next solder the 
positive end of the other cap to Pin 
11 of the IC and the negative end to 
Pin 7 (ground).This gives the same 
result as attaching a small capacitor 
to a Bally pinball bullseye target 
switch. 

If the switch isn’t closed long 
enough, the computer can’t read the 
closure. The charges stored in your 
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FIGURE 1 
Schematic drawing showing part of IC 74LS04 at location 8H. 
Modification will prevent coins from not registering credits. 





caps will insure reading of a coin 
microswitch closure. You could add 
caps to the microswitch terminals; 
but this causes other problems, such 
as the player banging the coin door 
for credits. For instance, the caps 
Midway puts on its Pac-Man coin 
microswitches created this very pro- 
blem; hopefully you've already 
removed these caps on your Pac- 
Man games. 

Screen locks up or freezes and/ 
or players complain that the action 
of the game actually slows down. 
This type of intermittent problem is 
usually corrected by turning the 
game off and then on. You may have 
had the problem several times 
during a week without realizing it. A 
good way to check is by opening the 
back door, using the interlock 
switch, and turning the game off and 
on quickly. If you can freeze the 
screen, the following adjustments 
and modifications are recommended 
by Data East: 

1. Raise the +5 volts (measured 
at the PC board) to 5.1 to 5.2 volts. 
This will help some borderline com- 
ponents to function properly. The 
factory says this is the correct volt- 
age. However, in error, some games 
were set slightly lower. 

2. Static electricity can cause a 
freeze condition, although I’ve 
never seen this happen in Karate 
Champ. To reduce this possibility, 
run a ground wire from a frame bolt 
of the coin door directly to the main 
ground bolt on the power supply. 
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Also, since the metal coin mechs are 
mounted to plastic components, 
another wire connecting the two 
mechs and the new grounded door 
frame bolt couldn't hurt. 

3. There is a clocking chip (IC 
74LS74) on the PC board where the 
voltage at Pin 4 can float below +5 
volts (sometimes low). By connect- 
ing Pin 4 directly to +5 volts the 
slowing down of the action can be 
almost eliminated. The output of 
the LS74 goes to the “WAIT” line of 
the Z-80A. Maintaining a steady 
“high” avoids having the micro- 
processor wait for the required 
information. 

You must first determine which 
model PC boards you have. There 
are three models with the number 
stamped on the top board. On 
models 0190-0 and 0190-1, the 
74LS74 is located at 11K. Cut Pin 4 
from its trace and run a jumper from 
Pin 4 to Pin 14 (+5 volts) of the 


checking the top tabs weekly to 
avoid losing a control panel. Make 
sure the panel fits tightly and 
doesn't wobble, to slow down the 
rate the slots wear through to the 
edge. If the slot’s cable breaks, cut 
(drill and file) a new slot and move 
the latch over or bolt on L-bracket or 
slotted tab to the panel and 
reposition the latch. 

There are several ROMS on the 
PC board that can come loose from 
their sockets. Since the PC boards 
are enclosed in a screened cage, it’s 
easy to overlook this. To remove the 
cage, knock out a block of wood that 
has been stapled and glued under the 
cage. This is apparently a shipping 
block and won't have to be replaced. 
The screen can then be removed by 
taking out four screws. Once you've 
gotten to the PC board, firmly press 
in all the socketed chips. 

After reviewing several collec- 
tion reports, I recommend the 





Making a few modifications may save 


you headaches later. 





same IC. On model 0190-2, the 
74LS74 is located at 12K. Cut Pin 4 
and connect it to Pin 14. 

Preventative Maintenance. 
Before putting Karate Champ on 
location, there are a few quick checks 
that can be done to greatly reduce 
nuisance service calls. 

Remove the control panel by 
releasing the four latches under- 
neath the panel. Check and set the 
16 joystick blade switches (about 
1/16” gap) and make sure the push- 
on connectors are tightly fitted on 
the switch blade ends. Make sure the 
bare wire ends (and not the wire 
insulation) are well crimped inside 
the connectors. 

The top latch slots, cut only 1/8” 
away from the edge of the thin, 
sheet metal control panel, look like 
they may wear through as players 
pull down on the joysticks. The 
bottom of the panel has two metal 
tabs welded on which are made of a 
thicker metal. These look OK. Keep 


“harder” difficulty setting (Switch 5 
is off, and Switch 6 is on). This is the 
third of four difficulty settings with 
the first being the easiest and the 
fourth being the hardest. 

Midway is offering program 
chips and a marquee to convert 
Gaplus to Galaga 3. There must bea 
charge involved, but it’s worth con- 
sidering. Galaga 3, because of its 
name, will attract players who have 
been playing Ga/aga for the past two 
years. 

Since the show there has been a 
great demand for Super Basketball 
and Hero kits. Super Basketball is 
grossing very well, both in arcades 
and on the street. Hero is doing well 
on the street and is well worth the 
small investment. 

If you need more information 
call Alpha-Omega Amusement & 
Sales, 201/287-4990. Also, thanks to 
Joe Rossi of Alpha-Omega for his 


help with these tips. 


As always, keep cranking! 
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d You Know... 


Van Brook offers the famous 
Klopp Counters and Separators, 
at discount prices. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 


\ a 
1985 
AMUSEMENT OPERATORS EXPO 


\4 


MARCH 29 - 31 


SHERATON 
NEW ORLEANS 





NEW PRODUCTS 


OPERATOR ORIENTED 
SEMINARS 


DISTRIBUTORS PREVIEW 
INDUSTRY EXHIBITS 


BE THERE! 


FOR BOOTH RESERVATION 
CALL 


904/488-7003 
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Transformed 


Aeroboto, Williams Electronics’ 
latest conversion kit, is an action- 
packed game with a unique trans- 
formation theme. It offers operators 
the chance to capitalize on the 
hottest toy rage this season: ‘‘trans- 
formers’ that change from one 
character or object into another. 

Aeroboto is the first game in 
which the player can actually change 
shape and form in the midst of play, 
taking on a new identity with dif- 
ferent characteristics. With the 
simple push of a button, the player 
can change from a landbound robot 
into a jet fighter and back again, in 
his odyssey across rough terrain, in 
the air, over oceans and into outer 
space. Armed with a laser gun and 
energy blasts, he faces a host of 
futuristic enemies in his quest to 
dock with a cosmo-booster before 
time and energy run out. 

The kit converts any horizontal 
color raster monitor game. 


d You Know... 


Van Brook Tokens are used for 
the Vending Machines at the US. 
Mint in Philadelphia. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 











Talk to me 


Rand of Phoenix, Inc. is offering 
a pay telephone that’s constructed to 
withstand vandalism. It incorpo- 
rates a heavy-gauge steel cabinet and 
chrome metal keypad with a flexible 
armoured cord. It meets all FCC 
requirements and includes numerous 
features, in addition to free emer- 
gency 911/800 call capabilities, 
touch-tone dialing, hearing-aid 
compatability, plus timed local and 
long-distance calls. 

An innovative feature of the 
Rand telephone is the computer- 
synthesized voice that gives step-by- 
step spoken instructions to the 
caller. A microprocessor utilizes 
the voice synthesizer to facilitate 
long-distance calls, and determines a 
specific rate from any given point to 
its destination. Spoken instructions 
are easier to understand than written 
directions. 

Audible instructions also eli- 
minate the need for a liquid crystal 
display (LCD) readout, which are 
highly vulnerable to vandalism and 
temperature extremes. 

Rand of Phoenix carries a full 
line of replacement parts. In most 
cases, a needed part can be shipped 
to the operator within 24 hours. Its 
in-house engineering department is 
available to answer questions over 
the phone. 
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Play It again, 
AMI 


Automatic Musical Instruments, 
Inc. (AMI) of Clemson, South Caro- 
lina, announced The Entertainer II, 
an all-electronic version of the 
piano/orchestrion. 

AMI President Rod Rice said 
production has begun. The Enter- 
tainer II, which can be played 
manually as a piano, or automati- 
cally by using specially coded 
instructions tapes, will offer many 
advantages over previous models, 
he said. When piano keys are 
depressed, the electronic contacts 
reproduce the sound and tone of an 
acoustic piano, but the new instru- 
ment will never require tuning. In 
addition, dual volume controls for 
the piano and instrument sections 
provide more flexibility in sound. 

Instruments included in the 
cabinet are piano, xylophone, bass 
drum, snare drum, wood _ block, 
triangle, tambourine, and cymbal. 
The leaded glass or plexiglass panel 
covering the instruments can be 
custom ordered with a business logo 
or name. 

Tapes which operate the Enter- 
tainer II automatically can be stored 
in a convenient drawer above the 
keyboard, eliminating storage pro- 
blems. Weight of the instrument 
has been reduced to 275 pounds 
from 650-700 pounds. 

A variety of music is offered for 
both the piano and orchestrion. The 
cabinets are handmade of oak by 
furniture makers in North Carolina. 

“With the introduction of our 
latest model, we're offering the best 
of old and new,” said Rice. ‘People 
continue to be fascinated with the 
quality and charm of the orchestrion 
and now they can enjoy it with 
virtually no maintenance.’ 
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The right stutt 


Williams’ Space Shuttle, a pin- 
game with brilliant design and 
engineering innovations, is a once- 
in-a-millenium masterpiece that’s 
meeting with tremendous location 
demand. The “right stuff’ for 
today’s marketplace, Space Shuttle’s 
proven earnings attest to its incredi- 
ble play action excitement. 

A replica of NASA’s space 
shuttle on the playfield sets the 
stage. A unique mission control 
system guides play with verbal com- 
mands and read-outs. 

Features include: two or three 
ball multi-ball carrying locked balls 
over from player to player; the chal- 
lenge of making a ramp shot in the 
time allowed to stop and score a 
rolling backglass value; triggering a 
“heat shield” to prevent draining 
between the flippers; activating an 
“airlock” to keep the ball in play; 
and numbers flashing on the back- 
glass before they lock in position to 
determine if a match is made for a 
special when the game is over. All 
combine to make Space Shuttle a 
sure-fire hit! 
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Touchdown! 





For operators who had Williams 
Electronics’ Pennant Fever going to 
bat for them in the spring, Williams 
now has a conversion for Pennant 
Fever. Gridiron is a complete kit 
that includes playfield, inserts, back- 
glass, proms, full cable set, and 
decals. Also available as a dedicated 
pin game, Gridiron can be played by 
one or two players on Just one quar- 
ter. 

Football at its best, Gridiron is 
complete with cheerleaders and 
roaring crowds. The offense begins 
at the 20-yard line with four downs 
per possession and four possessions 
per play. The defense can blitz, rush 
or come at the quarterback with the 
nickel formation. 

On first down, the player can 
pass anywhere from ten yards to 
scoring a touchdown...or get a five- 
yard penalty for delay of game. A 
touchdown gives the player a one-or 
two-point option play which, if 
completed, gives him one chance to 
score a bonus touchdown. On second 
or third.down, an aggressive defense 
can cause a fumble or intercept. On 
fourth down, play is set up for a field 
goal attempt. 





NEW PRODUCT 


AGi¢ 


DRIVING FORCE 
KITS ARRIVING DAILY 


Montgomery Vending 


P.O. Box 3263 
820 Elmwood Ave. 

Providence, RI 02907 
401/946-2077-2070 
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Golf or pinball 
anyone? 


Nintendo of Redmond, Wash- 
ington, added another innovation to 
its VS. System of interchangeable 
games, VS. Golf/Pinball. A two-in- 


‘one VS. Pak combines two exciting 


games in one cabinet. This unique 
VS. Pak puts the VS. System dual 
monitor to work independently— 
one for VS. Golf and one for VS. 
Pinball. 

VS. Golf allows players to take 
on the course or challenge another 
player to a round of stroke or match 
play. The system randomly gene- 
rates a new course for every game 
with a variety of available holes. Not 
only does the order of the holes vary 
with every play; the wind direction 
and speed change to keep every 
game fresh and challenging. 

Stepping up to the tee, players 
choose clubs from woods, irons, a 
pitcing wedge, sand wedge, or 
putter. Players control their swing 
and determine the impact point, 
direction, and distance of the ball. 
The course is viewed from close-up 
detail of the player and the hole 
itself. 

Players select a one or two player 
game to compete for high score. 
Each player starts with three balls, 
with a bonus ball awarded at 70,000 
points. An exciting bonus screen lets 
players earn extra points. Push 
button controls operate the left and 
right flippers to send the ball rico- 
cheting its way from the upper to 
lower screens of the video pinball 
playfield. 

VS. Golf/Pinball is available in 
dedicated upright or sitdown VS. 
System models or as an easy to 
install VS. Pak kit. 
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GLASSIFIED 
ADVERTISING 











Business Opportunity 


Well established coin route 
in Northern Wisconsin 
Jukeboxes @ Pooltables @ Pinball 
Machines @ video & dart games 
® Street locations and some resorts 
@ Established pool and dart leagues 
@ Year around tourism 






PAYPHONES—$55 
As extensions or add kit to require 
coins $98. Or ready to profit from 
$295. Genuinely F.C.C. registered! 
Our electronics has been used in 5 
other manufacturers. Free 911, 
timed calls. Also, expecting entirely 
self-programmable long distance 
unit. 608/582-4124 anytime 
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“DON’T FORGET” 


VIDEO WARE Stocks the World’s 
Finest 110 Volt and 220 Volt 
Power Supplvys!! 


(YES! The same Sony who 
makes great T.V.’s and other video components) 


VIDEO WARE 


600 Clover St., Los Angeles, CA 


_213/ 225-1337 
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Made by Sony. 
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WANTED 


Lucky Crane @ Boom Balls 
Philadelphia Skee-Balls @ Triple Crane 
Whac-A-Moie @ Muppet Video 
Hydraulic Kiddie Rides 
Also looking for ‘““The Game” and 
“Jacks to Open” pins 


M&P Amusement Co. 
717/848-1846 


LALA cA LA A DAN AMADA D 


Jukebox Operators 

A brand new alternative wall-box for your 
Seeburg (e/m or digital) compatible with 
all others shortly. Mahogany and brass fin- 
ish, full view to please all locations. Details 
from Elgin Enterprises Ltd., Unit 4/1C 
Meadow Mill, Water Street, Stockport, 
Cheshire, England. 


For Sale 
Klopp D-2 Portable Coin Counter $450. 
Max Ham 806/455-1441 weekdays. 
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Northern California’s 
Video Connection 
PRICE BUSTERS ON: 
Conversion Kits & PCB’s 









Nintendo Mario Bros. ........ 449 
Nintendo Donkey Kong III .... 349 
meric & ............... 389 
ur racmMian................. 460 
Exeron si. tw i‘ ii‘ i‘ itititC‘(#$SNCOC 











coeeeeeeeteeeee 


Cloak g& Uacaer............. 

Complete Joust kit........... 195 
Centipede or Pac-Man Bd. .... 169 
Greyhound 4 in 1 Poker ...... call 


Jungle Hunt 
(for Elevator Action) ........ 249 


BUY e SELL e TRADE 
VIDEO CONNECTION 


930 Jeffrey Lane, Dixon, CA 95620 


916/678-5189 
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Factory 
reconditioned units 
as low as $100 each 

with stands. 
New Units 
now available 


at $295. 


HEALTH INFORMATION VENDING 
5124 France Ave. @ Edina, MN 55410 


612/926-8250 


Test Equipment Wanted 
Gottlieb, Bally, Stern or Williams. Suitcase 
pinball repair station. Moutain Coin, Des 
Moines, IA 515/282-6211. 
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DID 
WANTED 
We will pay CASH! 
Gottlieb Pinballs 


TRIPLE DRAW 
POKER 


CONVERSION KITS 


Driving Force 



















Amazon Hunt ° 
$495 Royal Flush Hi-Lo/Double-Up 
(Amusement Only) 
10 Yard Fight Star Race Plugs In To Galaxian, 
$545 ANY QUANTITY—WE PAY FREIGHT Erccaer. Moon Cresta, 
CALL & Others... 
Pro Golf Sea arts & eee Inc. © Complete kit only $239 
coming Streets : 
$345 Philadelphia, PA 19124 © C/T kit $225 
e Kit & Galaxian 
Tag Team Wrestling 215/426-7500 
p Board $289 
$395 oe 
ple plug-in conversion, no solder- 
Hy k /S 3 DISTRIBUTORS WANTED ing or cut traces on PCB. Complete 
OC $605 eg @ Buy direct from factory at whole- ia co & software, marquee & 
sale prices 
@ Protected territories available * SPECIAL * 
Vulgas for stocking distributors. Trade in your color PC Board for a 
¢ 495 e Factory lead service from ad- poker kit on a Galaxian Board. 
inl covercd by S140 000 nee 
quipment covered by $2,500, 
Mad Crasher insurance program. VIDEO 
@ Stop D.W1I. with our electronic 
$695 Breath Alcohol Scanner. CONNECTION 
Champion Baseball - Foe = a — 930 Jeffrey Lane, Dixon, CA 95620 
orizon V1S utors, inc. Os 
$345 P.O. Box 7095, Freeport, NY 11520 916/ 678 9189 
Motorace USA 516/379-4719 
395 
$ WANTED 
Mr. Do! Old jukeboxes, slot machines, trade sim- OUR NEWEST UNIT—only $295 
$295 ulators, gumball machines and parts for | Board & components by Bob 
above. John Johnston 718/833-1406. Swerington of Chehalls, WA, 
Mr. Dol’s Castle ee, eye Goon 
ew high impact black plastic 
$395 T-SHIRT case, stand included. We will 
: : ee 
Mr. Do!’s Wild Ride PRINTING EQUIPMENT ee is i Wren) 
$495 4 color printer, conveyor dryer, HEALTH INFORMATION VENDING 
‘ exposing unit and camera. 5124 France Ave. @ Edina, MN 55410 
Exerion es 612/926-8250 
$445 Like new condition 
Ba with supplies. 
OxINn 
4 Will train. Wanted 
$495 $3,400 Pinball machines, foosball tables by the 
a6 Pj t 2A : truckload. Only must be complete. Ware- 
Ime FIO Phone: 904/756-2280 house of Games, St. Louis, MO 314/291- 


0089. 





$395 


















Y.C. TOTAL SATISFACTION WITH OUR 
Engineering VARIOUS VIDEO GAME P.C.B.’s 
P.O. Box 1194 


All with the best prices, top quality, huge quan- 
tity, high reliability and fast delivery. That adds 
up to Total Satisfaction. Contact us right away: 


HYUNDAI INDUSTRY 


197, 3KA, Eulchi-Ro, Chung-Ku, Seoul, Korea 
Phone: 265-2764, Tlx.: K29617 PHILCO Fax: 274-2846 


Lavergne, TN 37086 


615/793-9142 or 
615/793-2423 


Telex: 


534623 YARBRC 
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VIDEO WARE/TEHKAN 


NOTICE OF INTENT TO POLICE PROPRIETARY RIGHTS 
IN THE VIDEO GAME BOMBJACK™., 


WILLFUL COPYRIGHT INFRINGEMENT OF THE VIDEO GAME 
BOMBJACK™ IS PUNISHABLE BY IMPRISONMENT. 


VIDEO WARE/TEHKAN, has proprietary rights including copyright and 
trademark rights in the video game BOMBJACK™ and intends to protect these 
rights through criminal and civil prosecution to the full extent of the law. 


Under Section 506 of the U.S. Copyright Act willful copyright infringement is 
punishable by a fine of up to $250,000 and imprisonment for up to five years. 


Derivatives, enhancements, modifications, and used boards of the video 
game BOMBJACK™ are also protected under VIDEO WARE/TEHKAN copyright, 
and infringement will similarly be met with criminal and civil prosecution. 


VIDEO WARE/TEHKAN has recorded its copyrights with the U.S. Customs 
Service, and intends to use the U.S. Customs Service, federal and state courts, and 
the International Trade Commission to enforce its rights and stop any trafficking 
in pirated, counterfeited, or used boards which infringe its rights in 
BOMBJACK™. 


SPECIAL NOTICE 


VIDEO WARE, INC., is the sole and exclusive importer of BOMBJACK™ 
video game p.c. boards on behalf of TEHKAN LTD., Tokyo, Japan. Both VIDEO 
WARE and TEHKAN intend to move aggressively against all parties who illegally 
import BOMBJACK™ p.c. boards and/or who distribute counterfeit 
BOMBJACKS™. 


©1984 VIDEO WARE/TEHKAN. All rights reserved. 
600 Clover Street @ Los Angeles, CA 90031 @ 213/225-1337 @ TELEX: 295379 TABLEVISION 
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C & J MANUFACTURING 
presents 


“PALAMINO PONY” 


Distributorships Available 


@ Maintenance Free 
Hi Impact Fiberglass 
Reliable Coin Acceptor 
Domestically Manufacture 


For Information Call: 


Roy Lowrey 
13024-14 Ave. So., Seattle, WA 98168 


206/241-0794 


Kiddie Ride Route established six years. 


Servicing Hawaiian Islands, no competi- 
tion. Grossing $150,000 and growing. 
Selling for $450,000. Will finance or sell 
part. Call Sam, person-to-person 808/ 
822-1701. 


ALPHA - OMEGA SALES 


1000’S OF GAMES @ QUALITY GAMES @ LOW PRICES @ EXPERT ADVICE 





Adirondack Arcade & Snack Bar 


Assets: $70,000 in equipment, low 18 year 
fixed lease. Sale price $50,000 plus lease. 
Buy with tax credit and depreciation. 
813/996-2843. 


Hero (for Donkey Kong & Jr.) $319 - Driving Force (for Pac-Man) $495 - H.B.’s 

Olympics $375 - Bomb Jack $695 - Do! Run Run $695 - Junior Pac-Man $595 
Seicross $495 - Superbike $275 - Track & Field Track Ball $225 - Aeroboto 
Empire Strikes Back - Galaga III - Super Basketball $795 - & many more! 


New Games — Close Outs — We Have Most In Stock 
New Brass Tokens — 5¢ each — All sizes 


Air Hockey ....... Oe ee S595. « ExGHION........ 695 MANDY... 56.5. 
Baby Pac-Man ............ 595 Fae 995 Mis. PacMan «oa. 
MUMOTIING . . 5 cs ek: 595 Fir@-Escane 5... .....5.. 55; 595 PacdVian . 5c esses 
Champion Baseball........ 695 Food fiat... 595 Pole Position Il ........ 
RO ea ce, 1295 ROOOU es 1795 PUNCHOUTI uc... 
CPOMOOW ike. 1905 Kangaroo. ............... 395 (Poe... si. 
Donkey Kong & Jr......... 395 HW. VaC-Man.......- 6 5. 795 Rowe BC-25 
EWaGOn § ball ok. is 705 MAAS... 795 Bil Changer... 2.2.5... 
PINBALLS — MANY MORE 
Ciand Slam. .<........ 795 «6 CO bert s Quest... .... 1095 RsandOs.......:, 
Mr. & Mrs. Pac-Man... 895 Speak Easy............ 895 Cenlalr. ......... 
Cave Vigan... 595 Laser (UG .......... 






SPEED UP BOARD 
WILL MAKE MONEY TODAY! 


Variable speed control 
Easy plug-in. 













for Pac-Man or 
Ms. Pac-Man 











Sold by 
A-1 PRODUCTS 
333 N. Queen St. 
Kinston, NC 28501 









Liquidation Sale 


Must sell immediately 


21 kiddie rides, games, and 
High Ball machines used in 
restaurant amusement center 
less than one year. 








Detroit, Michigan area 






Contact John Kettler 
313/647-7171 





Frank “The Crank” 


(30-DAY WARRANTY) LOCATION-READY SPECIALS (NO CRATING CHARGE) 


' 
at 
ee 


CGS. AL 6 i ee es 595 
uve P92 Star Trek (conv. .......... 395 
Sen MD Stat Wats i ce ec 995 
.-. 1995 fae team Wrestling ....... 895 
coe eto Ten Varo Fight. ........... 995 
sce O85 qi Slat 3. es 795 

Video Juke Rowe ......... 4800 
sen We” =O KOGDE! .. . 5.5.55... 695 
> A298 Siverbal  ............ 395 
B50) OINGTS «kc call 
-. 1295 


THE OPERATOR’S FIRST CHOICE! 


6 Sutton Place 
Edison, NJ 08817 
201/287-4990 
CALL JIM or JOE 
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On Prepaid Location- 
Ready Orders — We'll 
Split the Freight 
(Min. $1000) 
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VIDEO WARE 


HAS THE LOWEST PRICES IN AMERICA FOR 
LEGAL P.C. BOARDS AND CONVERSION KITS 





from $595 
TOP TOP IOP 
MONEY MAKING PIECE 


Ten Yard Fights from $549 
UNQUESTIONABLY A WINNER! 


Flevator Action 
STILL TAKING 
EXCELLENT MONEY 


Track & Field 
AN EASY 
Baseball | & Il DEFENDER CONVERSION 
CALL FOR LATESI 
SPECIAL PRICES 
Motorace USA 
MAY BE BEST BUY 
IN THE HOUSE 


Champion Boxing 
SEGA’S NEWEST WINNER 


DON’T MISS THIS ONE! Exerion 
OUTSTANDING MONEY MAKER 


AT ANY PRICE 


CUSTOM MADE PANELS AVAILABLE TO 
RETROFIT OLD GAMES IN MINUTES. 
TURN THOSE OLD STERN, CENTURI, NINTENDO 
AND PAC-MAN MACHINES INTO NEW 
MONEY MAKERS IN MINUTES! 





CALL FOR LATEST INFORMATION 
213/225-1337 
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Here’s All You Need To Know About 


BOMBJACK 


WHAT THE OPERATORS ARE SAYING: 
‘“’..we’ve had BOMBJACK out for over eight weeks, and all collections do is 
keep going up...right past Punch Out!! and Spy Hunter.” 


—Gary Kraayenbrink, Soo Valley Vending, Sioux Center, lowa 





“We have BOMBJACK right besides Karate Champ and collecitons are 
running neck and neck...” 
—George Hamilton, Terminal Vending, Camden, New Jersey 


“Send me three more kits. The three | have are now taking more than $160 a 
week and CLIMBING!” 
—Ralph Jernigan, Minit Martfoods, Bowling Green, Kentucky 


re ee er ee | 


“Judging by returns in my own place, I’d say BOMBJACK has a shot at being 
the number one game in 1985.” 
—Gene Lewin, Pinball Plus, Burbank, California 
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“We've got Ten Yards, Karate Champ, Super Basketball, Punch Out!!, and 
M.A.C.H. 3...and BOMBJACK is starting to eat them all, one by one, week by 
week.” 

—AI Pugh, Pugh Operations, Portland, Oregon 


WHAT GAMES WILL BOMBJACK FIT INTO BEST: 


Any vertical raster scan game, but especially, FROGGER, ZAXXON, 
KANGAROO, DONKEY KONG, DIG DUG, PHOENIX, SCRAMBLE, 
GALAXIAN, RT. 16, VANGUARD, and CHALLENGER. 


ARE CUSTOM MADE VIDEO WARE KITS AVAILABLE? 


YES. Our custom kits and universal wiring harness are available for many 
games. Please call for latest information. 


HOW MUCH IS BOMBJACK? 


Prices start as low as $595. Call for more complete price and kit information. 


VIDEO WARE—sole and exlcusive agent and distributor in North America 
for BOMBJACK, from Tehken, Tokyo, Japan 


600 Clover Street @ Los Angeles, CA 90031 
Telephone: 213/225-1337 @ TELEX: 295379 TABLEVISION 
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RESERVE 
YOUR 
BOOTH 


sipeues 989 ons EXPO 


MARCH 29-31 
NEW PRODUCTS 
OPERATOR ORIENTED SEMINARS 
DISTRIBUTORS PREVIEW 
INDUSTRY EXHIBITS 


SHERATON 
NEW ORLEANS 


FOR BOOTH RESERVATION 
CALL 


504/488-7003 





“EIGHT-BALL ACTION”™ 


AT LAST, A FAST-MOVING POOL 
GAME FOR DONKEY KONG™ THAT’LL 
CHALLENGE THE ADULT MARKET, 
POCKET-TO-POCKET, AND 
PUT MONEY IN YOURS! 


$355 UNBELIEVABLE LOW PRICE 


CONVERT YOUR 
DONKEY KONG or DONKEY KONG JR. 
NOW 


KIT INCLUDES: HEADER, OVERLAY, ALL FRONT PARTS, 
BUTTONS AND ALL ELECTRICAL COMPONENTS 
Fully Licensed 





MONEY BACK GUARANTEE 


If not completely satisfied simply return the kit 
within seven days for a full refund. 


MONTGOMERY VENDING, INC. 
P.O. Box 3263 @ 820 Elmwood Avenue 
Providence, RI 02907 
CALL 401/946-2077 or 946-2070 


USE YOUR VISA OR MASTERCARD. 


Video Ware, Inc. Es El Mayor Exportador 
De P.C. Boards En Toda Latino America!! 
Mas De 3,000 P.C. Boards En Stock! 


Elevator Action 
10-Yard Fight 
Time Pilot 
Mario Bros. 
Moon Patrol 


Track & Field 


Champion Baseball 
Power Supply 7AM Bomb Jack 
(220-110V) Pac-Man Jr. 

...Y Muchos Mas! 


Le Ofrecemos Los Mejores Precios Y Servicio 
@® Cada P.C. B controlado antes del envi 


Vendedores de hobla hispana 
Tegnicos de habla hispana 
Squematicos completos 


Preguntar 
Por Ceclilia 


Despacho immediato!! 


VIDEO WARE, INC. 


600 Clover St., Los Angeles, CA 


213/225-1337 
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FEATURES: 
e Easy to Install 
e Access MCli/Sprint 
e Instant Cash Flow 
e Touch Tone 
or Rotary 
e Takes quarter/dimes 


IDEAL FOR: 


e Vendors 

e Restaurants 

e Service Stations 
e Lounges 

e Stores 











Dealer & Distributor Programs Available 
rol mal celauir-hitelal 


EMPIRE LIBERTY TELCO 
(612) 471-0143 


COIN & TOKEN WRAPPERS 
Contact for Samples/Prices 


ARMSTRONG SERVICE 


10414 Stone Court 
Cincinnati, OH 45242 









HI-TECH 
COIN MACHINE 
DISTRIBUTOR, INC. 


1887 State Fair Blvd. ¢ Syracuse, NY 13209 


315/635-6146 


Sales @ Service 
Buy @ Sell ¢ Lease e Trade 









Roc n’ Rope Rally X Pac-Man 
Phoenix Lady Bug Amidar 
Zaxxon Kangaroo Frogger 

Donkey Kong Scramble Tunnel Hunt 
Defender Galaxian Oix 






Champion Baseball kits — $350 


24 Hour Turn 
Around Service 





Latest Conversions @ Best Prices! 
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CONVERSION 
KITS 


PAY PHONES and HEP lies southeastern city needs a sharp 
PR OFITS technician who wants to move in 

to management. Experience in 

WANTED management would be helpful 

$SSSS5 USED PC BOARDS but a good level head with a 


CALL FOR QUOTES 


Eldorado Products Ltd. 
14816 Main Street 
Gardena, CA 90248 


213/516-9525 












Strong, well-regarded company 
operating in metro area of major 





















pleasant manner & appearance 
would be most desired. Excellent 
compensation package avail- 
able. Your confidentiality in this 
matter will be honored. 

Send resume’ to: 
Play Meter Magazine, Dept. KG, 
P.O. Box 24970, New Orleans, LA 

70184 











WE SPARE OUR ADVERTISERS UNIMPORTANT READERS 


29 NE LS 


WE SPARE OUR READERS UNIMPORTANT ADVERTISERS 





Do you have 
PAC-MAN tables, or 
DONKEY KONG tables? 










WE have the kits 
to convert them. 


DRIVING FORCE™ 
and 
EIGHT-BALL ACTION™ 








WE ACCEPT VISA & MASTERCARD 





Montgomery Vending 


P.O. Box 3263 @ 820 Elmwood Avenue 
Providence, RI 02907 


401/946-2077 or 946-2070 
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SORT & COUNT 
COINS FAST 












COIN COMPACT REUSABLE 
SORTER COUNTER COIN 
PACKAGER 12” x 12” PACKS 


NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE. TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


NADEX Industries Dept. 84005 
220 Delaware Ave., Buffalo, NY 14202 


ROUTE 
CLEARANCE SALE 


Centipede 
Ms. Pac-Man 


Dragon’s Lair 
Moon Patrol 
BurgerTime 
Monaco GP (cab) 
Rowe CTI-1 (w/s1 


B & B VENDING 
1560 Edison St., Dallas, TX 75207 


(214)747-0041 


Offices in Dallas, Midland / Odessa, 
Amarillo, and El Paso 





Two Ice Cold Beer machines on location 
$400 each, 2 for $700. One Tonk-A-Phone 
top of the line $500. Joe Baldassari 717/- 
348-1128. 


LEARN TO REPAIR 


e Video Game Boards 
© Power Supplies 
e And Monitors 
IN YOUR OWN HOME!! 
Our complete Analog and Digital 
Course is taught on ten (10) video 
tapes (approximately 30 hours) 
“100% Satisfaction Guaranteed” 
For More Information, Call: 


800/221-0834 
tin wy State) 718/377-0369 


or write: Electronic Institute 
of Brooklyn 
4801 Avenue N (corner E. 48th St.) 
Brooklyn, NY 11234 
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INFINITY 1 


The Game Of A Thousand Faces! 


NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS— While they last! Call for 1985 kits 


All laser Games Available from $495. Call for current prices!!! 


Basketball BurgerTime 
Lil’ Hustler 

Tag Team Wrestling 

10-Yard Fight 

Exerion . Time Pilot ’84 
Megazone 
Super Bagman 


* PC BOARD ONLY . 


PROM 8200 PROGRAMMER 


Bi-polar E PROMS, up to 256K 

e Write your own program & replace your 
own IC’s. 

® Intelligent programing algorithm, 20 seconds 
needed only to finish 2764 copy. 

@ Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 

@ Examine, Alter, Move, Fill, Upload, and Down- 
load the memory contents in the data mode. 

@ 32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 

e Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

® One RS232 port, for linking to the computer to 
upload/download data. _ 

e Simple to operate, over current indication, 
automatic check-write-verify sequence. : 

e Fully portable for field or in-plant use. 


@ One full year guarantee. 


~ 312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct. Ste. 309, Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 





[WE TAKE TRADE-INS! 
QUICKIT «. 
CONVERSIONS MADE SIMPLE & FAST! 


e Cut your conversion kit installation time 
by as much as 75% 


@ No technical expertise needed. Almost 
anyone can do it. 


FREE QUICKIT with purchase of any of our 
conversion kits! 


Featuring ... Mr. Do!’s Wild Ride ¢ Nova 2001 © Time Pilot ‘84 e 
Champion Baseball II ¢ The Tin Star & many more! 


Ask About Our Kit Closeouts! 
Only available through: 


M.H. ASSOCIATES | 
Conversion Kit Specialists | 
1725 N. Ist Ave. 1 800 843-5487 In ND, Alaska, Canada | 
— | LOO KIS. On 
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Centuri shocked the industry by announcing its 
“Direct Connection” to operators. 





on Birdie King 3 and Buggy Challenge. From /eft H. 
Saigusa and Akio Nakanishi, both of Taito, 
and Joel Hochberg, Coin-It. 
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Play Meter Publisher Ralph Lally and Digital Controls 
President Mike Macke share a light moment at the show. 
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A LAST LOOK AT AMOA ’84 
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Operators showed interest in pinballs. Williams’ lineup of 
pins was constantly being played. 


| 
; , 
; ° 7 fi , 
| ; 
a 
4 
. \ 


é & 


“Back to Basics” meant operators were looking at pinballs, 
jukes, and shuffles. Here operators check out Monroe 
Distributing’s shuffle game. 
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Operators were extremely interested in conversion kits to 
update their old videos. That meant good news for small 
companies like Magic Conversions. 
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INTRODUCING 
OUR NEXT 
TIME CONSUMING 











actician is a new adult countertop game with “back to basics” spirit, 
easy to understand and play, but so challenging players can’t stop play- 
ing... factician draws players with its neat looks and blinking lights, then 
holds them as they call on all the strategy they can muster on their way to 
earning the title of Tactician... 
Tactician is habit forming for the operator, too. Its low, low cost and high 
returns mean the kind of quick profits you can get accustomed to. 


Features 
m Dimensions: 11” wide, 13” long, 10” high m Three rounds per credit 
w@ Shipping Weight: 22 pounds mw Accepts Little Casino II advertising keyboard: 
w Cash box holds $250.00 4 messages, 64 characters each 
mw Security U-bolt locks game in place m Battery back-up for messages and high 
w Attract mode with lights, sound, sample game score 
wm Extended play for clearing all numbers, mw Icebreaker for countertop locations that have 
increased speed in each added round resisted video card games 


Tactician...it gets people back into their old coin-op habits... 
For more information call your distributor or dial direct 1-800-441-3332. 


< 
» 
DIGITAL CONTROLS 5555 Oakbrook Parkway, Suite 200 


Creator of the world’s top selling countertop games. Norcross, Georgia 30093 
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ONO SAN 


from 
Universal USA, Incorporated 


The Street Operators Manufacturer 


Universal USA, Inc. 


Universal Sales Co., LTD Universal Europe 
7 1-7-7, Nihonbashi Horidome-cho rou (od ac-lalar-lasm@rele lama cey-le) 3250 Victor Street 
Chuoh-ku, Tokyo 103, Japan We) ave(e)amn A ay- Wi =a Am talelr-lale) Santa Clara, CA 95054 USA 
Phone: 03-661-6004, 6005 Phone: 01-631-1713 Phone: 408-727-4591 
@F-le)(- MON TV IAU Lim Onl | Telex: 892989 Elcoin Telex: 172247 (UNI USA SNTA) 
Telex: J27348 (UNICO) 
1984 Universal USA, Inc. Printed in USA 


“Universal is a registered trademark of Universal USA, Inc. 





_ = 





